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An 
Outstanding 
Year’s Record — 


HE year 1928 just closed marks an epochal period 
New Business Paid For in the history of the Missouri State Life Insurance 
$329,854,390.00 Company. It has been a year of outstanding growth and 
204,763,512.00 expansion, placing the company in the front rank among 

Gein ber year _. .$125,090,878.00 the leading life insurance companies of America. 


With nearly One Billion, Two Hundred Million Dol- 
lars of life insurance in force, covering more than 600,000 
lives, the Missouri State Life is today the largest life in- 
surance company West of the Mississippi River and ranks 
Increase soees 7% 14th among the more than 350 Legal Reserve Life com- 
panies of the United States. 





Policies Issued 


Insurance in Force 


December 31, 1928 This rapid growth and expansion of the Missouri State 
$1,195,000,000.00 Life is the result of definite and calculated forces. It is due 
primarily to intrinsic rightness of policy and practice, and 
as well to the deep personal interest and untiring efforts 
of its Board of Directors, composed of some of the country’s 
greatest leaders in commerce, finance and industry. 











This splendid record of achievement contributes a firm 
foundation for the company’s present position and is both 
an inspiration and a guarantee for its future development. 
It is truly The Progressive Company. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President Home Office, St. Louis 
LIFE - - ACCIDENT - - HEALTH - - GROUP 



































Chicago Office: 
3401 Michigan Ave. 


Insurance in Force 
Assets 








THE FEDERAL RESERVE LIFE INSURANCE COMPANY 


E. W. MERRITT, Jr., President 


Home Office: 
Kansas City, Kansas 


$73,000,000.00 
7,000,000.00 
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Jackson or Hattiesburg 
in Mississippi 


An attractive General Agency opportunity will be open 








in each of the above places early in 1929 for the right men. 


| The Company—$160,000,000 of Insurance in Force— 
Assets $18,000,000 — purely mutual — growing — and 


having the most definite aids for selection, education 
training and supervision of agents. 
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THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY : 


Saint Paul, Minnesota 





THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by the National 
Office of publication, 175 W. ‘ irty- r. P 
























































New England Mutual Life 


Insurance Company 


87 Milk Street, Boston, Massachusetts 


Incorporated 1835 Began Business 1843 


DANIEL F. APPEL, President GEORGE W. SMITH, Vice-President 
FRANK T. PARTRIDGE, Secretary 


In 1928 the Business of the Company Surpassed All Previous Records 


Comparative Statement—Five Years 








Assets - - - - 1928 $219,028,990 Increase 
1923 140,327,320 $78,701,670 
Liabilities - - - 1928 $204,181,621 Increase 
1923 131,160,785 $73,020,836 
Surplus - - - - 1928 $14,847,369 Increase 
1923 9,166,535 $5,680,834 
Paid Policyholders 1928 $22,770,100 Increase 
1923 13,970,648 $8,799,452 
Dividends Payable 1929 $9,500,000 Increase 
to Policyholders - 1924 4,750,000 $4,750,000 
New Insurance - 1928 $143,573,589 Increase 
1923 96,148,025 $47,425,564 





Insurance in Force 1928 $1,113,810,563 Increase 
1923 719,421,634 $394,388,929 


A copy of the 85th Annual Report will be sent upon request 
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KANSAS CITY LIFE INSURANCE COMPANY 


Home Office — 3520 Broadway, Kansas City, Mo. 











































Condensed Statement, December 31, 1928 


RESOURCES 


First Mortage Real Estate Loans...............-- 
Real Estate Owned (Including Home Office)...... 
Loans to Policyholders. ...........0sscccccsesces 
tp. a eer rr et Te 
Loans Secured by Collateral................+54+- 
Cash and Certificates of Deposit................-- 
Accrued Interest on Investments..............-.- 
Market Value of Bonds in Excess of Book Value. ... 


$31,422,713.57 
3,483,109.29 
11,559,803.63 
3,659,240.22 


30,600.00 
921,413.45 


1,063,334.33 


8,708.48 











Net Premiums in Course of Collection and Deferred 1,682,049.29 

$53,830,972.26 
ccs dee sbeansenwueens 136,069.07 
ESSE ETE SPEED TT TTT ET $53,694,903.19 

LIABILITIES 

I a cncinesvcdinsvasseess 4Okessaenee $44,655,663.51 
ED cic getcsectesderndrneaenesents ease 239,989.20 
Present Value of Annuities and Installments....... 739,172.31 
Interest, Rents and Premiums Paid in Advance.... 279,608.75 
Roem Comment TEMES, .. . cece ccccestcccccecces 120,344.56 
re re ne, oo casnscseaseeeeneenes 280,000.00 


EE vei cacninesandecnsc¥e $1,000,000.00 


Assigned Surplus to Policyholders’.... 1,719,636.87 
Other Assigned Funds...... ........ 500,000.00 
Unassigned Surplus ................. 4,160,487.99 








Total Surplus Funds to Protect Policyholders..... $ 7,380,124.86 





DE Sed eee wr aedewe en cesbadesecdecerdseeuees $53,694,903.19 













IN FORCE 


INSURANCE 


$391,474,746.00 


INSURANCE 
IN FORCE 


Authorized and operating in 39 states and the District of Columbia 












J. B. REYNOLDS, President 
J. F. BARR, Vice Pres. & Supt. of Agents 


C. N. SEARS, Secretary 
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COMPANIES WATCH 
BIG POLICY RECORD 


Mortality Is Much Higher on As- 
sured Carrying Large Life 
Insurance 





STRAIN IS NOW HEAVIER 





Men With Tremendous Responsibilities 
Break With the Burdens That Are 
Placed on Them 





Life insurance companies have been 
making careful investigation of the 
mortality on their larger policyholders. 
Some very interesting data has come to 
light, bringing out the higher death rate 
on higher policyholders. For instance, 
the class that carries $100,000 insurance 
shows a higher mortality than those that 
carry $25,000 or $50,000. Then as the 
amount of insurance carried increases 
the mortality ratio increases. 

It all goes to show that the men of 
big affairs who can afford to pay for 
large sums of life insurance are put to 
a greater strain than those who are 
carrying lesser amounts. Dr. William 
Muhlberg, medical director of the Union 
Central Life, in commentifig on this 
situation recently said that undoubtedly 
this higher mortality ratio is due to the 
severe strain on men having larger re- 
sponsibilities placed upon them. If a 
man is inclined to worry his heart is 
likely to become affected or his diges- 
tive apparatus gets out of order. 

Do Net Carry the Burden 


Dr. Muhlberg said that men who are 
carrying smaller amounts of insurance 
do not have the business cares that 
others do. Hence, they are not so liable 
to be overcome with degenerative dis- 
eases. The men who are engaged in 
manual labor are confronted with tuber- 
culosis and rheumatism but seldom die 
of heart disease. As corporations and 
business enterprises grow in size and 
complexity the burden on those en- 
trusted with their management become 
much heavier. In many instances men 
find themselves confronted with such 
difficult and intricate problems that their 
health becomes impaired because of 


worry and the feeling of so great re- 
sponsibility. 
Effect Seen on the Presidents 


The same course is seen in the mor- 

ality that affects presidents of the 
United States for example. There is 
only one living ex-president, that being 
Chief Justice William Howard Taft. 
Judge Taft himself is in greatly im- 
paired health. The terrific responsibili- 
ies on the president undermine his con- 
stitution. 
a 1 ule I. Dublin of the Metropolitan 

te calls attention to the fact that there 
las been an increasing mortality due to 
leart disease. For instance in 1900, the 
death rate was 111.2 deaths per 100,000 
of population. Between 1900 and 1910, 
there was a continuous rise, the figures 





D. G. HUNTER IS MADE 
CHIEF OF AGENCIES 


RAISED BY PHOENIX MUTUAL 
Successor to James A. Whitmore Has 
Been in Charge of Company’s 
Home Office Agency 


Col. D. Gordon Hunter has been ap- 
pointed agency manager of the Phoenix 
Mutual Life. He succeeds James A. 
Whitmore, who has resigned. Colonel 


Hunter for the last seven years has been 
manager of the home office agency of 
the company in Hartford and has built 
it into a $5,000,000 a year organization. 

At the same time the Phoenix Mutual 
made John R. Larus actuary and M. 
Clark Terrill, Albert H. Yost and How- 


ard Goodwin secretaries. 
Entered Service as Agent 


Colonel Hunter entered the ranks of 
the company as an agent. He carried 
a rate book until he enlisted for the 
World War, in which he won the rank 
of colonel, and was made director of 
the company’s home office school for 
agents in 1920. This post he held until 
he was placed in charge of the home 
office agency. 

The new agency manager an edu- 
cator and a director of men and is thor- 
oughly grounded in the theory and prac- 
tice of life insurance selling. He is pop- 


is 


ular in the home office and in the field. 
His achievement with the Hartford 
agency is ample commentary on _ his 


ability to direct men in productive chan- 
nels. 


Beginning with 
but 


for 1910 being 141.5. 
1910 the rates were fairly stationary, 
in 1918 it was 153. 
has been rising slightly 
at Head of List 


each vear. 


Heart Disease 


Heart disease is now the first in the 
list of causes of death. It is also first 
in the amount of damage it does through 
producing disability. Dr. 
that if the present situation should be- 
come unchecked, one in every five of 
the population now living will 
ally succumb to this disease. He states 
that altogether 2 percent of the entire 
population seem to be afflicted with it. 
Dr. Muhlberg feels that with the in- 
creasing size, responsibility and scope 
of larger business enterprises, the 
on men high in the management will 
be greater. Life insurance mortality is 
reflected in the size of policies. Many 
companies therefore are studying more 


CHARLES S. YOUNGER IS 
OHIO SUPERINTENDENT 


ASSISTED ATTORNEY-GENERAL 


Served as Assistant in Insurance De- 
partment 1921-23—Handled Im- 
portant Legal Work 





COLUMBUS, O., Jan. 31.—Governor 


Myers Y. Cooper otf Ohio announced 
this week the appointment of Judge 
Charles S. Younger of Celina as state 
superintendent of insurance. Announce- 


ment of the selection has been held up 
for some time, it is understood, because 
of a desire to get other appointments out 
of the way first. Judge Younger was 
special counsel in the office of Attorney- 


| General Edward C. Turner and has re- 


mained in that office under the new 
|} attorney-general, Gilbert Bettmann of 
Cincinnati. He also served four years 


| Masonic 


Dublin states | 


eventu- | 


strain | 


carefully than ever the effect that holders | 


of large policies will have on the gen- 
eral mortality. 


New Iowa Deputy Commissioner 


commis- 
of 


Yenter, Iowa insurance 
announces the appointment 
formerly of Colfax, Iowa, 


Ray 
sioner. 
Leon Penquite, 


as second deputy commissioner. Mr. Pen- 
quite succeeds W. S. Dulaney, who re- 
signed to associate himself with the 


Iowa Mutual of Cedar Rapids. 

Mr. 
the Iowa department two years. He 
a graduate of the University of Iowa 
law school. Don Harlow is first deputy 


Ss 


commissioner. 


Penquite has been employed in | 
| of Sac City was chosen to fill 


;} ance 


| 


| 


| of 


Since 1922, the rate | 


in the same office under Attorney-Gen- 
eral C. C. Crabbe. 
Served as Prebate Judge 

A graduate of the Cincinnati law 
school, Judge Younger served two terms 
as probate judge of Mercer county. He 
is a Republican but was elected in a 
Democratic county. He was the first 
Republican to be elected to any office 
in that county in 40 years. For three 
terms Judge Younger was a member of 
the Republican state central committee. 
He has served as grand master of Ohio 
Odd Fellows and is a member of various 
orders and a Shriner. 

From 1921 to 1923 he served 
sistant superintendent of insurance under 


as as- 


Governor Davis. In charge of insur- 
ance matters as a member of the at- 
torney-general’s staff, he has handled 
a number of very important cases. Two 

these were carried to the United 
States Supreme Court, where his con- 
tentions were upheld. Judge Younger 
resides in Columbus, his duties being 
there, but retains his legal residence at 
Celina. 


Meetings for Honor Agents 


Vice-President Walter T. Shepard of 


the Lincoln National Life announces the 
first of a series of nation-wide meetings 
ior honor agents. rhis first meeting 
will be held in Cleveland, Feb. 6-8. S. 
\. Bardwell, general agent in charge of 
the Cleveland office, will act as host to 
the visiting men. 

The home office representatives will 
be: Vice-President Shepard, who will 
also be in charge of the activities: Man- 
ager of Agencies A. * Dern Medical 
Director Thornton, all the superintend- 
ents of agencies and their assistants and 
several other members of the agency de- 
partment. 

The field men in attendance will be 
the honor agents from Michigan, In- 
diana, Ohio and Tennessee. They are 
men who in the past year have proven 
that they are the highest quality insur- 


salesmen. 


Webster Life Shows Gain 


At the annual meeting of the Webster 
Life of Des Moines Albert G. Redman 
a vacancy 
The com- 
per cent in- 


on the board of directors. 
pany experienced a 33 1-3 
crease in business in 1928. 





FIDELITY MUTUAL TO 
STRESS PERSISTENCY 


Managers Conference Is Told 
That Business Must Be Care- 
fully Conserved 


WANT LAPSES CUT DOWN 


Rewards Will Be Given Those Success- 
ful in Keeping Policyholders 
on the Books 


PHILADELPHIA, Jan. 31.—A rad- 
ical departure in the rating of produc- 
ing life underwriters was announced by 
the Fidelity Mutual Life today at the 
conclusion of the two-day conference of 
managers east of the Rockies. 

The company, believing that the pol- 
icy in force is just as important as the 
sale of the policy, has devised as quali- 
fications for membership in its Leaders’ 
Club not only a required volume of busi- 
ness but also a stipulated low percentage 
basis of lapses in keeping with the vol- 
ume written. The company terms this 
action the “stressing of the persistency 
motive.” 

The 
every 
each 
lapse 


were informed that 
company will send 
showing the average 
the company in ad- 
dition to the lapse percentage of each 
agency and each particular agent, so 
that the managers will have an accurate, 


managers 
quarter the 
one a list 


percentage of 


up-to-the-minute check on Jlapsations 
and have the opportunity of attempting 
to reinstate the business. 

In taking this step the Fidelity Mu- 


tual is departing from old sales methods, 
and instead advocating sale of life 
insurance in such a manner that the 
policy will remain sold and the chances 
of lapses slight. 


18 


Schaeffer Opened Discussion 


Earl Schaeffer, manager of the Har- 
risburg agency and president of the Fi- 


delity Managers Association, opened the 
discussion at Monday's session with a 
talk on how to develop an agency with- 
out financing. 

J. R. Sykes, vice-president and comp- 
troller, spoke on the relation of per- 
sistency in business to the settlement 
habits, bringing in the different methods 


of premium payments. 

Other speakers included Friend Wells, 
general agent of the Aetna Life at Bal- 
timore, who delivered his well-known 
address on building an agency, and John 
Marshall Holcombe, who discussed vari- 
ous phases of agency building. 

The managers were given a dinner at 
the Manufacturers Club, after which 
they repaired to see Earl! Carroll’s latest 
show, “Fioretta.” 

This conference was the first of its 
kind and expected to be an annual 
affair in addition to the regular man- 
agers’ day at the Leaders Club conven- 
tion in September. During the confer- 
ence a vote was taken on which city the 
managers preferred for the September 
convention of the Leaders Club. The 
majority voted for Atlantic City, and 
the likelihood is that the convention will 
e held at Bagdad-by-the-Sea. 


is 
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GUARANTEED EQUITY MEN 
BACK AT THE OLD GAME 


IN “BENEFIT ASSOCIATION” 


Circularizing Policyholders of Old Com- 
pany—Michigan Department Crit- 
icizes Illinois Supervisors 


LANSING, MICH., Jan, 31.—-Asa re- 
sult of the fact that pfficials who, ac- 
cording to a report of the Illinois de- 
partment, had mismanaged the Guaran- 
teed Equity Life until a receivership 
was necessary, have been permitted to 
reenter the insurance field with the Cen- 
tral Benefit Association, Michigan de- 
partment, this week dispatched an ap- 
peal to the Illinois officials that coopera- 
tion be given in shielding the public 
from further operations of this group. 

Officials of the Michigan department 
are openly critical of the conduct of the 
'linois insurance division in this case 
and in others, but are hopeful for a bet- 
ter situation as a result of the recent 
change in the personnel of the trade and 
commerce department of that state, 
which includes the insurance bureau. 


Kreamer Circularizing Policyholders 


It was discovered through complaint 
to the Michigan department that former 
policyholders in the defunct Guaranteed 
Equity Life, of whom there are more 
than 600 in this state, were ‘being cir- 
cularized by W. W. Kreamer, former 
president of the company, but now, it 
seems, secretary-treasurer of the Cen- 
tral Benefit. Mr. Kreamer denied in his 
letter to policyholders that he was in 
any way responsible for the receiver- 
ship into which the Guaranteed Equity 
was plunged and intimated that the only 
way of salvaging anything from the 
wreckage would be to take out coverage 
with the Central Benefit, thus lining up 
with the old oflicers in a united effort 
to get the best possible deal from the 
receiver, 

Called “Most Dependable Form” 


He says he has chosen the mutual 
benefit associations’ form of protection, 
“because I consider it the most depend- 
able, there being no financial liabilities 
beyond paying death claims.” All funds 
in the possession of the Association be- 
long to the Association, not to individ- 
ual members, as is the case of ‘Reserves’ 
in other forms of insurance, It is these 
‘reserve’ liabilities (the investment fea- 
ture) that cause companies to become 
insolvent.” 

He asks policyholders to send in their 
applications, “that we may remain as- 
sociation to further study the best meth- 
ods of making insurance investments 
and to unitedly cooperate with the re- 
ceiver of the Guaranteed Equity in get- 
ting the best settlement possible in the 
affairs of the Guaranteed Equity.” 

Examination Report Cited 


Although seeking to advise on the 
“best methods of making insurance in- 
vestments,” Mr. Sweeney joined with 
the secretary of the Guaranteed Equity, 
according to the official report on the 
Illinois examination of that company 
before a receiver was ordered, in “in- 
vesting” some $40,000 of the company’s 
funds in advance payments to one E. 
J. Sweeney on the latter’s promise 
that he could and would deliver an 
$8,000,000 group life contract on union 
laborers to the company. As a further 
experiment in investments, the report 
virtually charges him with joint respon- 
sibility for the disappearance from the 
company’s safe of some $30,000 in rep- 
utable bonds which were apparently 
traded to Sweeney for a batch of bonds, 
most of them non-admissible as insur- 
ance company investments in Illinois, 
and which have more recently been dis- 
covered to be securities stolen from Bal- 
timore, Md., and Cleveland, O. The 


payments to Sweeney alone created a 
huge deficit in the company’s accounts. 
In the meantime, it appears, Kreamer 
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HARPER MOULTON JOINS 
CONTINENTAL ASSURANCE 


TAKES COOK COUNTY POST 


Will Direct Life Departments of Chi- 
cago Company’s Agencies 
in That City 


Under a plan to develop Cook county 
more intensively, the Continental Assur- 
ance has appointed Harper Moulton to 
superintend the work of its branch of- 
fice and general agencies, Mr. Moulton 
resigns as Chicago general agent of the 
State Mutual Life to assume his new 
position. In announcing the plan the 
Continental says: 

“In Cook county we have not only a 
branch oftice but a number of aggressive 
general agencies, most of which are 100 
percent anultiple line agencies. With 
the thought of encouraging these agen- 
cies to write more life insurance and to 
build wp the personnel of their life de- 
partments by the acquisition of greater 
man-power, the Continental has engaged 





MOULTON 


HARPER 


the services of Harper Moulton for the 
sole purpose of building Chicago busi- 
less, 


Greater Production Sought 


“While the Continental Assurance has 
been getting a large volume of business 
out of Cook county, the management 
feels that the company should not be 
satisfied until it is writing as much as or 
more business than any company doing 
business in the city. We believe that a 
local company offers advantages to the 
people of Chicago that cannot be dupli- 
cated by outside companies. 

“Mr. Moulton is particularly well 
fitted for the work assigned to him. For 
several years, Mr. Moulton was a large 
producer of personal insurance in Chi- 
cago for the Provident Mutual, and at 
that time was very active in the work of 
the Life Underwriters Association, serv- 
ing as treasurer during Darby Day's 10 
years of office as president. For two 
years Mr. Moulton was a general agent 
of the Provident Mutual in Kansas City, 
Mo., where he tripled the agency in 
man-power and in production in a two- 
year period. 

“More recently, Mr. Moulton has been 
associated with the State Mutual as gen- 
eral agent in Chicago, Illinois. Mr. 
Moulton’s practical experience and his 
knowledge of Chicago territory augur 
well for the success in his first home 
office affiliation.” 


and his co-worker, Donald E. Webster, 
secretary of the company, and perhaps 
others of the old organization, aligned 
themselves with the Central Benefit. 
Michigan officials point out that the IIli- 
nois officials appear to have done noth- 
ing to prevent these men, about whom 
the report ‘said: “In the opinion of 
your examiners, some of the matters dis- 
cussed in this report reflect seriously 
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MUTUAL TRUST HOLDS 
SECTIONAL MEETINGS 


C. A. PETERSON IN CHARGE 


President Olson Speaks to Chicago 
Group—Agents in Central West 
Attend Gatherings 


Under the supervision of Vice-Presi- 
dent Carl A, Peterson and Secretary A. 
B. Slattengren, the Mutual Trust Life 
held a series of four sectional meetings 
in January. In cach city two days were 
spent, the first day being taken up with 
a meeting of general agents only, and 
the second, a general meeting for both 
general and _ soliciting agents. The 
mectings took place in Chicago, Min- 
neapolis, Sioux City and Cleveland. 

The Chicago meeting included the 
agents of Illinois, eastern Wisconsin and 
upper Michigan. For the Minneapolis 
meeting agents gathered from every sec- 
tion of Minnesota, North Dakota, Mon- 
tana and western Wisconsin. The Sioux 
City meeting included agents of lowa, 
Nebraska and South Dakota and at 
Cleveland the agents of Ohio and lower 
Michigan gathered. 


Programs tdentical 


The program was the same at all 
meetings. During the general agents’ 
mnectings, subjects on the development 
of an ageney were discussed. A com- 
plete outline embodying problems of 
the general agent and the solution to 
each, was given to each general agent 
in attendance. The general meetings 
were divided into two The 
program of the morning session consist- 
ed of talks given by field men, under 
the headings of: “Prospecting,” “The 
Approach,” “The Presentation,” ‘The 
Close,” and “Meeting Objections.” The 
afternoon were taken up in a 
discussion of the new illustration book, 
policy changes, dividends, ete. Each 
subject was introduced by either Vice- 
President Peterson or Secretary Slat- 
tengren and following their remarks, a 
general discussion in which everyone 


sessions. 


sessions 


participated, consumed the balance of 
the time. 

On the second day of the Chicago 
meeting President Edwin <A. Olson 
briefly reviewed the accomplishments 
of 1928 and predicted that 1929 would 
show the greatest gain the Mutual 
Trust has ever made. As a means of 


increasing individual production during 
1929, Mr. Olson advanced the idea of 
how easily the average $1000 application 
might be increased to $1500 by a simple 
comparison of the buying power of 
today’s dollar with that of yester-vear’s. 
“A sum of $1500 today has in reality 
less buying power as $1000 had 15 years 
or so ago,” he said. “By pointing this 
out to the prospect, an agent should 
have little or no trouble to increase his 
$1000 applications to $1500, his $2000 
applications to $3000 and in this way 
write 50 percent more business during 
1929 with the same amount of effort,” 
he concluded. 


Fisher Assistant Secretary 

Paul FE. Fisher, for the past two years 
an Indianapolis representative of the In- 
dianapolis Life, has been appointed as- 
sistant secretarv and will be directly as- 
sociated with E. B. Raub, vice-president, 
in the legal department of the company. 

Toe Raub. secretary of the Indianapo- 
lis Life, who has been ill for several 
months, left this week for Florida to 
facilitate the recovery of his health. 


the competence of the 


especially the 


manage- 
officers who as- 
sumed the responsibility for the acts 
which have resulted so disastrously,” 
from linking up with another company 
and promptly circularizing the already 
thoroughly bled policyholders of the 
Guaranteed Equity for reinstatement of 
their business in this new venture. 


upon 
ment, 





February 1, 1929 


NORTHWESTERN MUTUAL 
SHOWS 5.76 PERCENT GAIN 


WRITES 42% MILLION IN 1928 


Woodward Agency Leads Field—Ordi- 
nary and 20-Payment Life Cover- 
ages Most Popular 


MILWAUKEE, Jan. 31.—The North 
western Mutual Life had its best year 
for written business in 1928 in the history 
of the company, and the year was sec- 
ond in the record of paid-for business, 
being slightly behind the record -made 
in 1920. New business written in 1929 
totaled $424,168,761, an increase of $19,- 
864,492 over the preceding year. New 
business paid for totaled $352,111,029, 
an increase of $9,569,398 over 1927. 

On Dec. 31, 1928, the company had 
$5,700,580,850 insurance in force, a net 
gain of $201,552,725 or 5.76 percent. 





Woodward Agency Leads 


The five general agency leaders of the 
company in their respective classes fer 
the year were: M. L. Woodward, De- 
troit, first in Class A which include gen- 
eral agencies having a five-year average 
over $7,500,000, an increase of 29.44 per- 
cent over the average; Goldsbury & 
Roberts, Pittsburgh, Pa., first in class 
B, which include general agencies hav- 
ing a five-year average over $5,000,000, 
an increase of 28.78 per cent; Curt A. 
Schroeder, Denver, Colo., first in class 
C, general agencies having a five-year 
average of $3,500,000, an increase of 
31.50 percent; L. F. Larson, Portland, 
Ore., first in Class D, general agencies 
liaving a five-year average of $2,000,000, 
an increase of 44.81 percent over the 
five-year average; and E. A. Crooks, 
Boise, Idaho, first in Class E, general 
agencies having a five-year average 
under $2,000,000, an increase of 82.95 
percent. 

Cowan Ranks High 

The following general agencies, 
ranked in the order of their per capita, 
were the leaders: C. L. McMillen, home 
general agency at Milwaukee; Cameron 
& Carroll, Oshkosh, Wis.; Harry L. 
French, Madison, Wis.; M. L. Wood- 
ward, Detroit, and J. M. Cowan, Aurora, 
Il. 

The five leading general 
showing an increase in 1928 
included: M. L. Woodward, Detroit: 
Hobart & Oates, Chicago; L. F. Larson, 
Portland, Ore.; M. H. O. Williams, 
Seattle, Wash., and C. L. MeMillen, 
Milwaukee. 

The company reports that the ordi- 
nary life plan of coverage was the most 
popular among its policyholders during 
1927-1928 and the 20-year payment life 
was second. 


agencies 
over 1927 





Henry Ford Not Involved 


F. Jean Little, associate general agent 
for the Massachusetts Mutual in Detroit, 
in an address before the Chicago Asso- 
ciation of Life Underwriters on busi 
ness insurance, referred to a_ recent 
transaction with William Ford, a brother 
of Henry Ford. This deal, as Mr. Lit- 
tle explained it, concerns only William 
Ford and his own business and does not 
in any way involve Henry Ford or th 
Ford Motor Company. Mr. Little says 
in that connection: 

“T have not written insurance on the 
life of Henry Ford nor any which would 
in any way affect either Henry Ford or 
the Ford Motor Company. The policy 
which I spoke of writing in my recent 
talk in Chicago was for William Ford 
brother of Henry Ford. William Ford 
has to the best of my knowledge no 
connection whatever with the Ford 
Motor Company, but is president ©! 
William Ford & Co.” 





North American Convention 
The North American Life of Chicago 
will hold its 1929 agency convention at 
Los Angeles Aug. 20-24. 
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TRAVELERS ISSUES 
NEW ACCIDENT PLAN 





Reimbursement Policy Offers 
Extra Indemnities for Some 
Unusual Expense 





SCOPE OF THE CONTRACT 


Company Tells the Essential Features 
and Gives Table of Rates 
of Premium 





Because high speed, serious injuries 


and high hospital, surgical and medical 


fees have made existing accident 
policies deficient in affording their hold- 
adequate the Travelers 
has announced a new policy which pro- 
vides not fixed indemnities but reim- 
bursement for medical, surgical, hospital 
and nursing expenses incident to an ac- 


cident, as well as liberal weekly indemni- 


many 


ers protection, 


ties for disabilities and generous lump 
sum payments for death or dismember- 
ment. 

Need Special Benefits 

Today many city people are living in 
apartments or homes so limited in space 
that a disabling injury makes hospital 
treatment almost essential. If a man 
has an accident policy which pays $50 
weekly indemnity, he frequently finds 
that it provides only $25 a week for hos- 
pital benefits. However, a private room 
in a large city hospital usually costs 
about $50 a week. If the services of 
both a night and day nurse are necessary 
the total cost would approximate $150 a 
week. This of course does not include 
surgical treatment, fee for use of operat- 
ing room, x-ray and other expenses of 
treatment. It is obvious that the $25 
a week provided by the accident policy y 
is often woefully inadequate. 

Reimbursement Benefits 
Travelers policy, which will 
be known as the “Modern Accident 
Policy” and which will be put on the 
market immediately, provides principal 
sum benefits ranging from $5,000 to 
$50,000, and the regular weekly benefits 
from $25 to $250 in addition to the re- 
imbursement benefits, which run from 
$300 to $10,000. 

The $10,000 principal sum—$50 weekly 
benefit policy with a $1,000 reimburse- 
ment benefit, will cost $60 for lawyers, 
bankers, office executives and similar 
isks. The same policy with a $2,000 
reimbursement benefit will cost $70. 


The new 


Text of New Clause 


“Expense of treatment by a physician 
or surgeon, nurses’ and hospital fees.— 
lt a bodily injury shall be sustained 
through the means aforesaid, which shall 
require within twenty-six weeks from 
date of accident, medical or surgical 
treatment, hospital confinement or the 
employment of a trained nurse, the com- 
pany will pay in addition to any other 
indemnity payable, the actual expense of 
such treatment, hospital charges and 
nurses’ fees, up to an amount not ex- 
ceeding $1,000 if the single weekly in- 
demnity of this policy is $50; if such 
single weekly indemnity is greater or 
less than $50 the limit of reimbursement 
shall be increased or reduced propor- 
lonately; but no payment will be made 
under this part for such expense in- 
-urred on account of hernia.” 


How Benefits Are Paid 


rhe principal sum or fractions thereof 
paid for death or dismemberment. 
weekly indemnity is payable for 
Mal disability and a weekly indemnity 
40 percent of the total disability in- 
mnity is payable for partial disability. 
here is also the usual double indemnity 











LIFE 


OCCIDENTAL PLANS 


INSURANCE 


TO ENLARGE SCOPE | 


WILL PUT ON MORE STEAM 


North Carolina Company Closed 
Year with $28,000,000 Life Insur- 
ance in Force 


The Occidental Life of Raleigh, N. C., 
held its twenty-third annual stockhold- 
meeting on Jan. 22. 

Laurence F. Lee was re-elected presi- 
dent and L. C. Cortright was reelected 
vice-president and actuary. 

This company reported a_ successful 
year. The statements preesnted to the 
stockholders reflect a very satisfactory 
and prosperous condition. The company 
has approximately $28,000,000 insurance 
in force and over $3,500,000, 
Its annual income is now over $1,000,000, 

The Occidental was organized in 1906 
and has grown conservatively but stead- 
ily. It is now operating in 13 states, and 
is doing a large and increasing business 
in North Carolina and other southern 
states, with over 250 field men and em- 
ployees in its service. The company has 
recently affiliated with the Insurance 
Sales Research Bureau, and plans for 
1929 call for enlarged development in 
North Carolina, and several other states, 
under the direction of Price Cross, the 
home office agency secretary and Ed. L. 
Foulks, home office field inspector. 


ers’ 


assets ot 


clause applying to both principal sum 
and weekly indemnities, elective benefits 
for a list of specific dislocations or frac- 
tures or the loss of one or more fingers 
or toes, and identification and registra- 
tion benefit of $100. 
Need Additional Fund 

The Travelers says: “Experience has 
shown that under present conditions of 
life many men find themselves out of 
pocket as the result of high hospital, 
medical and surgical expenses, despite 
all the special benefits which have been 
put into standard policies to meet these 
extra costs. An examination of hun- 
dreds of claim files showed that nothing 
short of a reimbursement clause would 
meet the situation satisfactorily to 
policyholders. In many ways the policy 
is more satisfactory than the policies 
which give double benefits for automo- 
bile accidents, as it may provide under 
certain conditions as high as 20 times 
the single weekly benefit and it will pro- 
vide for not only automobile accidents 
but every other form of accident.” 

Table of Rates 


The table of rates for amounts in the 
four classifications in the new manual 
now being used by the majority of com- 
panies follows: 

R(1) Modern Accident 
lected Male Risks only, ages 18 to 59 
Classes A, B, C; ages 18 to 55 Class D*. 
Annual premium rates for various combi- 
nations of principal sum, weekly indem- 
nity and reimbursement. 


Policy for Se- 


Standard 
Reim- 
Prin. Wkly. burse- Class Class Class Class 
Sum Indy. mentA A ; 
$ 5,000 $25 $ 500 $30 
30 600 34 
35 700 38 


40 800 42 

45 9-0 «646 

50) 67,0090) «=50 
6,000 30 690 3 


” 


45 900 50 
50 1,000 654 
$7,500 37 750 45 
40 800 47 
45 900 51 
50 1,000 55 


$ 8,600 40 860 48 
45 900 52 
50 1,000 56 . 
$9,000 45 900 54 A 94.5 
59 1,000 58 69.60 82.80 102.50 
$10,000 50 1,000 60 72.00 86.00 105.00 
55 1,100 64 76.80 92.40 113.00 
69 1,200 68 81.60 98.80 121.00 
5 1,300 72 86.40 105.20 129. 


the | 








00 | imbursement. 


EDITION 


URGES COOPERATION TO 
RESIST TAX INCREASES 





GET OVER FACTS TO PUBLIC 


Frank T. B. Martin, President Insur- 
ance Fedetation of America, Ad- 
dresses Lincoln Interests 


LINCOLN, NEB., 
8. Martin of Omaha, 
Federation ol 


Msurance 


Jan. 30.—Frank 
president ol 
America, 
sub- 


| 
the Insurance 
in an address 
division of the 


before the 
commerce, at 
meetings, 


chamber of 


the first of a series of monthly 


urged a closer cooperation between all 
branches of insurance to the end that 
eflective resistance be made possible to 
the constant increase in taxes that are 
burdening insurance and to get over to 
the public generally the great import- 
ance of insurance as a business. Buyers 
of insurance should be made to under- 
stand that they are paying these added 
taxes and all taxes on insurance, if there 
is to be any halt called to the increase, 


which is out of all proportion, as he 


showed by figures, to the increase in 
moneys spent for insurance depart- 
ments. When the buver understands 


that he is paying the difference between 


the $84,000,000 of vearly insurance taxes 
and the $4,000,000 expended for super- 
vision, he may be roused to action, 


Stress Importance of Business 


Mr. Martin 
aiding to the 
solution of important 
it insurance men were able to meet on 
common ground. He especially urged 
that the facts as to the importance of 
the business of insurance in each com- 
munity be few communities 
realize how much money companies and 
agencies bring into them in the form of 
premium income, how many citizens are 
given employment by it, and how large 
credit it maintains for the 
commerce of these cities 
bank balance main- 


federation is 
ability in the 
since in 


said that the 
best of its 
proble ms, 


stressed, as 


a reservoir ot 
industry and 
by the large 
tained. 

( Petrus 
for the Bankers 


average 


Peterson, general counsel 
Life, spoke on the psy- 
chological and economic phases of in- 
surance in an inspirational talk that 
was warmly commended. 


Judge Hinebaugh’s New Post 

Judge W. H. Hinebaugh, president of 
the Central Life of Chicago, has been 
elected a director and executive vice- 
president of the Ridgeway Bond & 
Mortgage Company of Chicago. Judge 
Hinebaugh left for California this week 
and will be in Pasadena where he and 


Mrs. Hinebaugh will visit their daugh- 
ter, who lives there, remaining until 
April. Judge Hinebaugh will have su- 


pervision over the Ridgeway Company. 
His work in the Central Life has been 


largely taken over by First Vice-Presi- 
dent Alfred MacArthur, who now con- 
trols the company. 
Standard 
Reim- 
Prin. Wkly. burse- Class Class Class Class 
Sum. Indv. ment A BR ( pD* 
70 1,400 76 91.20 111.60 137.00 
75 1,500 80 96.00 118.00 145.00 
80 1,600 84 100.80 124.40 153.00 
85 1,700 8&8 105.60 130.80 161.00 
90 1,800 92 110.40 137.20 169.00 
95 1,900 96 115.20 143.60 177.00 
100 2,000 100 120.00 150.00 185.00 
This policy is 


issued only for the 


above amounts or 


exact multiples 
thereof up to a 


limit of $50,900 
principal sum, 
$250 weekly in- 
demnity, $5,000 
reimbursement. 

ABy attachment 
of Rider XR(1) 


the Standard Re- 
imbursement 
Limit may be in- 
creased up to 
100% additional 
at the following 
cost for each $100 
of additional re- 
$1.00 $1.20 $1.60 $2.00 





ur 


COMPANIES REPORT 
SPLENDID GAINS 


Life Insurance Continued Its On- 
ward March During the 
Year 


ANNUAL FIGURES SHOWN 


Financial Statements Present Picture of 
Progress in the Effort to Pro- 
tect the People 
the Kansas 
company is 


statement of 
this 


The financial 
City Life 


continuing: m 


shows that 
march in all 
A comparison 


shows gains 


ts advance 


lines ol the business. 
vear’s statement 
about $5,000,000, making the 


The net surplus 


with last 
in assets ot 
total 


assets $53,694,903. 


increased $631,000 during the year, 
which makes the present total surplus 
funds to protect policyholders, includ- 
ing capital stock, $7,380,124. A sub- 
stantial gain in the insurance in force 
was made. The total insurance in force 
is $391,474,746 

Some advancements have been made 


in agency organization during the year 
looking toward a more aggressive cam- 
paign during 1929, which is to be desig- 
nated as “Reynolds Silver Jubilee Year,” 
it being the 25th anniversary of J. B. 
Reynolds’ connection as president of 
the company 

California State 
Kruse of the Cali- 


President J. Roy 





fornia State Life, in making its annual 
report, shows assets $15,085,974, gain 
$3,664,731; insurance in force, $100,- 
692,920, increase $26,336,130, President 
Kruse states that 90.06 percent of the 
business renewed last year. The invest- 


yielded a return of 6 percent 
Of the assets over $5,700,000 were first 
mortgage loans. The capital is $500,000 
and net surplus $400,212. 


ed funds 


Reckford Life 


The Rockford Life of Rockford, Til... 
came through the year with good results 
last vear. It trimmed out considerable 
business in certain sections that was not 
considered desirable. Its assets are now 


$2,301,498, $200,000 capital, and $91,- 
081 net surplus. Its new business last 
vear was $6,733,742. Its imsurance in 
force is $24,206,299. It had premium 
income of $596,583, total income of 


total disbursements were 
$576, The Rockford Life, wnder the 
management of President Frederick L. 
Brown, is making substantial progress 
without creating any undue excitement. 
The company has an excellent manage- 
ment and is popular with its agents. 
United States Life 

The United States Life 
statement for last year shows new pre- 
$85,000, renewals $646,000, total 
income $1,068,000, total disbursements 
$1,740,000. The year showed a much 
highe death rate than for the last two 
years. The company’s current and 
gross claims were $138,000 in 1927. In- 
surance in force is $33,385,000, increase 
$900,000, new insurance $4,760,000, as- 
$6,731,000, capital and surplus 
The total surplus earnings of 
$42,000. 
of Maryland 


$742,251. Its 








in its annual 


miums 


sets 
$473,000. 
the year were 
Sun Life 

The Sun Life of 
completed one of 
years in its history. 


Maryland has just 
the most successful 
according to its an- 
nual statement, which shows premium 
income of $2,250,000, of which $30,000 
was annuity, $1,750,244 industrial and 
$470,256 ordinary. The total income 
from all sources was $2,689,245. Dis- 
bursements, death claims (less $18,000 
(CONTINUED ON PAGE 16) 
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What Is 


(No, 


4 of a Series) 


rogramming, 
Anyway? 


PROGRAMMING EMBODIES A 
CAREFUL INVENTORY OF 
THE PROSPECT’S NEEDS, 
THEN A COMPLETE DIAG- 
NOSIS SHOWING HOW THEY 
CAN BEST BE COVERED BY 
LIFE INSURANCE. 


SELLING WITHOUT A BASIC 
PROGRAM IS LIKE BUILDNG 
A HOUSE WTHOUT PLANS 
OR SPECIFICATIONS. 


American Central Representatives 
Design Scientific Programs 


That Win Sales 


EACH NEW APPOINTEE OB- 
TAINS “FUNDAMENTALS FOR 
FIELDMEN,’’ WHICH 
TEACHES HIM EXACTLY 
HOW TO PRESCRIBE AND 
PRESENT A POLICY FORM 
WHICH WILL MOST EFFEC- 
TIVELY SERVE EACH TYPE 
OF CLIENT. 


(Just one of the many reasons why American Central 


representatives are happy and successful.) 
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TRUST OFFICERS SHOULD REQUIRE AND 
INSPIRE HIGHER TYPE OF UNDERWRITING3} 








NEW YORK, Jan. 31.—“The re- 
sponse on the part of trust companies 
and banks throughout the country to 
every suggestion of cooperation and to 
every appeal of life underwriters, both 
in the expenditure of effort and money, 
has been truly remarkable,” writes 
Roger B. Hull, managing director and 
general counsel of the National Associ- 
ation of Life Underwriters, in “Trust 
Company,” a periodical devoted to the 
trust profession, published this week. 

Mr. Hull, it, will be remembered, dealt 
a telling blow to a small percentage of 
banks, mostly on the Pacific Coast, that 
were making the practice of using co- 
ercive methods with their customers lit- 
erally forcing them to purchase life in- 
surance directly from the bank, a prac- 
tice which he branded as a peril to the 
American agency system. 


In Accord With Cooperation 


In this article, however, Mr. Hull de- 
livers no less a vibrant message to the 
profession which is wholly in accord 
with cooperative rather than coercive 
life insurance selling—the trust and 
banking profession. 

Mr. Hull discusses with unusual 
frankness the existing weak links of this 
new joint action. “I am afraid that life 
underwriters have too often taken these 
visible evidences of _Support and cooper- 
ation for granted,” he writes, adding 
“that it is assumed that the cooperation 
would not have been as complete and as 
effective, had there not been some de- 
gree of worldly advantage to our coop- 
erators.” In this fashion he condones 
the little indication of a selfish motive 
on the part of the financial institutions. 


Element of Strength 


“The outstanding, important fact is 
that through the resourcefulness, energy 
and money which are being poured into 
this effort by some of the greatest and 
by many of the smaller trust companies, 
this cooperative movement has come to 
constitute one of the most important 
elements of strength in the great busi- 
ness of writing life insurance.’ 

Mr. Hull reviews the four-year growth 
of the life insurance trust, which has 
multiplied itself eight times in that 
period. Fifty percent of trust and bank 
advertising is estimated to be in behalf 
of the life insurance trust, he says. 

In behalf of life underwriting Mr. 
Hull pledges, in this article, an increas- 
ingly adequate return, not dollar for dol- 
lar, but that which can be valued only 
in terms of its incalculable benefits to 
society, “which we both serve.” 

Discussing the qualifications of life 
underwriters to undertake and execute 
this new development called “Advanced 
Life Underwriting” he writes that it is 
undoubtedly true that the development 
of life insurance trust service has been 
“cribbed, cabined and confined” only by 





PLANS FOR COOPERATIVE 
“AD” CAMPAIGN REVEALED 


Speaking at the luncheon-meeting of 

the friendly conference of the Philadel- 
phia Association of Life Underwriters, 
M. A. Linton, vice-president of the 
Provident Mutual Life, revealed that 
two committees have been working with 
other bodies, with the result that plans 
for a national cooperative life insurance 
advertising campaign will be released 
soon. , 
He said that the plan determined upon 
has been proven to be practical. The 
campaign will be run through a subdi- 
vision of the Life Insurance Sales Re- 
search Bureau. The companies are to 
sign for $500,000 a year for three years. 
Whether the companies will stand their 
entire pro-rata share or whether the 
agents will bear part of the expense 
will be up to each individual company 
to decide. 








the limitations which have inhered in 
the training, capacity and character oi 
the life insurance agent. 

“By no accident has it occurred that 
the past 10 years have seen a more rapid 
extension of this service than has been 
observed in the last three or four dec- 
ades preceding. Nor has this extensior 
been due, so far as I am able to judge, 
to any sudden metamorphosis in the 
motives or character or ability of thos: 
who are conducting our great financial 
institutions,” he continues. “The devel- 
opment has been directly in proportion 
to the raising of the level of idealism 
and attainment of the modern under- 
writer.” 

New Incentive Born 

In reference to the new aspect of “pro- 
gramming” life insurance he says that 
there has been born a new incentive on 
the part of the leaders in the financial 
institutions to become a part of such a 
development. 

Mr. Hull devotes a good share of his 
article to the American College of Life 
Underwriters in which “conservation,” 
and life insurance service akin to it, were 
the factors that lent impetus to the for- 
mation of this institution. The service 
that comes after the sale of a life con- 
tract has become recognized as a re- 
sponsibility that can’t be shunned and 
at this point enters the art of conserva- 
tion of the estate and the joint service of 


the trust officer and the underwriter. 
They are allies to one another’s cause, 
he says. 


Surplus Wealth Wrought Changes 


Alluding to the tremendous growth of 
surplus wealth in the light of the new 
increasing taxation, he says this has 
wrought spectacular changes in many 
phases of investment and conservation 
service, in respect to legal, administra- 
tive, financial and other problems, re- 
quiring in the insurance business the 
highest type of mental and professional 
equipment for their solution. 

He urges a higher degree of care in 
the performance of the joint program of 
underwriters and trust officials and > 
moans the fact that it will probably al- 
ways be a weakness in the American 
agency system that the most poorly 
qualified life underwriter will tend to 
set the pace and to mark the character 
of the whole profession. That the trust 
officer require the highest type of un- 


derwriting is urged by Mr. Hull who 
says that only in this way does he think 

the business can flourish. 
Summing up in a_ conclusion, he 


writes: “And this, in my humble opin- 
ion, is the essential step in the develop- 
ment of trust officer-life underwriter co- 
operation—a higher plane of pertor- 
mance on the part of the life under- 
writer, required, in not in a large part 
mnntand by the trust officer.” 


| ISAACSON RESIGNS TO 
TAKE GENERAL AGENCY 








Ed Isaacson has resigned as superin- 
tendent of agents for the Mutual Trust 
Life and will build a general agency oF 
ganization in Chicago. Mr. Isaacson 
was employed by the Mutual Trust 
when it first began business. At a iare- 
well luncheon attended by the agents 
of Illinois, eastern Wisconsin and upper 
Michigan, President Olson expresse¢ 
the feelings of the company in 1. 
to Mr. Isaacson’s many years of loyal 
and conscientious service and Bolla ed 
him with a diamond stickpin. Martin 
H. Fields of Decatur, Ill., spoke for the 
agents and presented Mr. Isaacson with 
a gift in their behalf. 


The Travelers in Cincinnati is exnand- 


ing its space in the Union Trust building 
to take over the entire 16th floor of that 
building. This makes the Travelers the 
largest space tenant in the building 
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nail . . 2 ~ om. 1o z » in force hs jcen & Mactarlane, head of th 10me ofhce : 
that a nn 2 5 Gnees tee, Sees soe r ” canon \ apse pemmey for the Loui lana agente. Oa | Se Were Hven 2 comprehensive and de- 
ye on New England states showed the great- | ‘0 8 en ~ —- gle ery | Wednesday afternoon President Ellis | tailed outline of the plans for this year. 
ed or est increase of any section—a 7 percent increasing from "$1,35 ene to $1,389,947. ssedied ond adie an ai tot... Jan. 23-25, the eastern district 
— — . . Ss s °j > 4.) - and adaresses -re re r | ° . = 
ich a gain over 1927. The middle Atlantic | Joseph W. Jones, A. O. Merriam, F. R. | Vice-President E. G. Si HE “Vice | managers convened in Atlantic City. 
and the east north central states fol- | Jordan and James Abels were other Presid og a Ges a pe Ey. | The meeting for the managers of agen- 
“ ~ sneake . » “e ct: eside anc eners ) se 0 o I . . . . oa 
f his lowed closely, both recording 6 percent peakers of the home office staff. Sl of Seman: Medical Direct Marion | cies in the central district was held at 
: . — . ’ - - «< “ 4 Na ) i ’ > 4 =P 
Life gains. The west south central increased Field Is Unlimited | Souchon; Vice-President and cteiebe | the Edgewater Beach Hotel in Chicago 
: , 5 perc rhile » wes -ntral | ray rs: . “-o wi Je 28-30 
prc FF yh pe ~ — Will Taylor, secretary, was speaker |S. E. Allison; Vice-President F. W. i in n h nferenc Superin 
u ar T States a > - - ; j . | . ° | ‘ wing this co ‘re a > - 
ao war their 1927 alavinn. ou oe | at the closing event. He spoke of the | Gleason. On Thursday morning Dr. | ten lent . Agenci Mel “ will visit 
. r = ‘ vw . 7 S1X “ 4 _ ’ 4 ” . ~ 4 ; . } nae ’ 4 cs 4 “ : 
8 pe ; in th par mee fail 4 to equal their | Bigness of Lite Insurance,” drawing | Simmons presided, talks being given by th Gened Ber Pacific Coast agencies in 
rete states > aile qua e aad ‘ : ~ . . . _. > ardian’s P% ast age : 
— 1927 re ded These fi wt — “ | parallel between the insurance field and | Superintendent of Agents C. D. Corey | lh ome C Sremcieen ond . on An 
. 92 > s. aS Ss 2 2 ss > ° ~ > pe > . - | oO < ,», oan *T; cist ‘ ‘ Ps on 
gs b ‘the Life Mi amnedh eSal Rk care l other business of today, contrasting the | and Vice-President and Secretary J. E. per ; ' : 
“@ f sura > Sales se . . 7 | 4 7 oF geles 
a re- B, Remsen yy oa ppl 1 es Xeseare’ |two and illustrating that while other | Woodward. At the afternoon session, | “Tt . final group meeting of the series 
and cee wo tha A a +. hive Set eamnanae | fields are suffering from ‘business ills, | Assistant Superintendent of Agents T. | will cio af ‘the or district man 
erva- | a eutak teant Amado asian tie | insurance men are making gains. “The | M. Simmons gave a talk on “Accident | pad % he oy h Id in Atianta on March 
ce of ah wel saci se ae "Waheed } ice man finds that mechanical refrigera- | and Health Salesmanship.” Dr. Sim- | me The Cu ~~ dh sas verienced in 1928 
riter ~ a ce outstanding in "ee! tion has hurt his business; the movie | mons presided Friday morning when | t ~ : r - - S , “< niwnedl The 
“ States. Ibees ‘ ey > ereates ear } . : 
ause, ate — me producer has learned that ‘talkies’ have | the speaker was Claris Adams, secre- = Pl st fnew ealddar tasiness ent 
New Monthly Record made almost worthless his effort to build | tary of the American Life Convention, | PTC@UCNO" § tell. oe 
‘ — See 26 : : . | | the total of insurance in force were more 
- December sales of life insurance set a | up the movies, but in the insurance field | | eh louble the figures for six year 
: . | F ouble n s $1) ars 
th of new record for monthly production; a| there is no press of such happenings. | | than « le g ’ 
ere total volume of $886,048,000 of ordinary | The insurance man has a field that is | American Central Meeting = 
ife ins . mas 6s ing » | not limited a1 Ss up him to make |_- , . - 
ed te Pee my w ol _ prc. ~ pow ‘ee ~_ . reat An A. to 1 to make Che 1930 meeting of the field club of | John F. Hackman of the Los Angeles 
nany men apt —— ty agg a | e De ot a grea | the American Central Life will be held | office of the Lincoln National Ate lett 
ation crease over Jecem yer, 192%, Sales and a} — lat Edgewater Park. midway between | Fort. Wayne last week after a visi °o 
1 percent gain over December, 1926— Sixty-five agents of tl rt _ : an ithe home office Mr. Hackman is in 
'stra- Pn eRe er ell | Biloxi and Gulfport, Miss The date | charge of brokerage business for the 
formerly the highest month on record. | tional Life produced an = . aa are Ss 
a This gain was shared by 52 percent of | applications each in December. | will be Jan, 15-17. | Lincoln Life in Los Angeles 
he Lis Bi as on 1 | 
Boer the reporting companies. The middle | — - + = ———————————— —— 
a Atlantic states showed the greatest 
ig fara oa seen. | EQUITABLE OF N.Y. CONDUCTS SUPERVISOR SCHOOL 
- 5f cent increase over sae in December, | 
( a . a 
: he i927. The mountain and Pacific states 
4 = showed the second largest increases, 
Sis both recording an 11 percent gain over 
sacle 1927. All sections of the country sur- 
1 rs passed their 1927 production with the 
alee exception of the south Atlantic, east 
aad south central and west south central 
a States 
un- _ , 
who 
Link OPENS KANSAS CITY OFFICE 
I K 
; siete 
1e National Savings Life Applies for 
pin Missouri Charter—Will Maintain 
ie : Agel 
slop Branch in Wichita 
rfor- = | 
der _KANSAS CITY, MO., Jan. 31.—The | 
nart National Savings Life of Wichita, Kan.. | 
. . . . | 
s applying for a Missouri charter, and 
= will move its executive offices to Kansas | 
City shortly, according to an announce- | 
ment made here this week. It has estab- | 
ICY she d temporary offices at 1106 Midland 
building in this city. 
National Savings Life will in- | 
erin- crease its capital stock from $200,000 to | 
rust $600,000, at least half of which will be | 
r or- subscrib f > the present share i- | se : : ; ' 
“son mae — oe bay ee oi a Life insurance companies were among Che first step has been the inaugur structor Webb having mapped out at 
‘rust re nt , hz om oe wy Sy = . The the first big business concerns to insti- | tion of a unit managers’ training course, | Itinerary which will cover the 100 or 
wre- ots ae eal tag : ba ge ds tute salesmanship and training cours« This has been in operation for several ore agencies within the compass of a 
ents : tee ! é @ by - ee tn me 4 for field representatives. non the weeks and is under the direct charge of ycal So tar managers and unit man 
- 000 of price of $42.5 tas $16,500,- | ¢ in the movement was the Equitabl Edgar Webb as field instructor Mr. | agers in New York, Boston, Pittsburgh, 
I 00 of life insurance in force. - ae ee iniiaaes | a P eels Bin allies S traits Detroit rk ere | hi 
ssed \ branch offi will be maintained in Lite of New ork, when introcuced | WeDo was formery in Charge OF train- ~ glee t umoDUS Ohio, Chicago, 
d Ww — ce : sainec 1! correspondence courses and _ training | ing methods for agents at the Equit- | Wheeling, ¢ innati, Louisville and 
Zar Wichita, after the — offices have eseae . oe hy] Cena s | + ’ ) } | ord } 
-al ' schools for its agents nearly 20 years | able’s Indianapolis agency In the unit | Indianapolis ave been accorded the 
= rs moved here. A number of Kansas | . Training for managerial worl i i »] mpha rivil ttendi c .) held in 
+e ++ . ° avo. I ain! y Oo managers VOTR 15 nal ae i¢ I v ot a aing sessions ( l 
nted ( men will be added to the board of | 1 ' 8 fof Sear ere ag teil , ' ‘ , 
tin directors row deemed essential by the Equitable laid hods a ese citi 
the ‘ officials. According to a statement by | building n organiza Supplementing the training course, a 
4h a ae Agency Vice-President Jones, the com-|tion through proper selection Prob- | new quarterly one ition has been 
any pertected pians in ecember tor a ems ot Training ane supervision Dy 1e launched, devoted exclusively to the dis- 
q B. M. A. School Feb. 18 F ood of D } al] , , tl , 1d ho a 
Pe 3usiness Men’s Assurance will | thorough training program for its man- |! unit managers are also given due promi- | ‘ yn of managerial problems, and has 
ais iold a school in Kansas City beginning | agerial staff, embracing not a mat- | nence in the discussions very appropriately entitled “The 
ding Feb. 18. and lasting for two weeks. Bert | ters of fundamental importance to the The course as projected calls for a lopment of Men.” 
that A. Hedges, the new director of field | general agents and agency managers, | five day meeting of unit managers in le accompanying illustration is from 
the Service, will have charge of the school. but the more intimate problems facing | groups of 15 or more, depending on lo- |a photograph of the New York City 
tis is the first session he has conduct- | the district manager, unit manager and | calities and territorial lines. Confer- | managers, one of the first groups to take 
ed for the B. M. | field assistant. ences are held at strategic points, In- ‘the course 











HUEBNER URGES THE PROTECTION OF 
VALUE OF KEY LIFE IN EVERY BUSINESS 








5 or lives which control the enterprise, 
according to Dr. S. S. 
of the American College of Life Under- 
writers, and professor of insurance and 
commerce, Wharton School of Finance & 
Commerce, University of Pennsylvania, 
who is giving a series of insurance 
lectures before a large gathering of bank 
and trust officials in New York City. 

“Even where property capital is es- 
sential for operation, the property be- 
comes productive as a working factor 
only as it is made to produce by the 
lives that direct and animate it,” Dr. 
Huebner continued, in discussion of 
“The Mission of Business Life Insur- 
ance and Life Insurance Trusts.” 

Loss of Key Life 


“Upon the death of the key life, the 
average business finds itself in a maze 
of difficulties, unless life insurance has 
been adequately used. The business 
loses not only the value of the key life, 
but it may be faced with a decline in the 


UCCESS in business is due mainly | confidence of creditors and clients. 
to the wise guidance of the key life | 


Huebner, dean | 





\ 


It 
may be necessary to withdraw funds to 
meet the post mortem taxes and other 
obligations that follow the death of the 
owner,” Dr. Huebner said. 
Continuing by explaining the five 
main reasons a business man should find 


an appeal to business insurance, Dr. 
Huebner said in part: 
“Preservation of the business estate 


should be the business man’s outstand- 
ing desire. This can be assured only 
if the life value asset of the business 
is adequately protected against financial 
through death. Business life in- 
surance should appeal to the business 
man as a protection against business in- 
terruption; to protect business credit; 
to cover shrinkage in the business es- 
tate; advantages of the life insurance 
sinking fund; and, life insurance for 
the liquidation of business enterprises. 


loss 


Guarantees Monetary Worth 


“Life insurance guarantees the mo- 
mentary worth of the character and abil- 


ity of the borrower. When credit is 





THE NATIONAL UNDERWRITER 


loaned on destructible property, there 
is always insistence on fire and marine 
insurance. In the same way, when 
credit is advanced upon a destructible 
life value, there should be insistence on 
life insurance. The life of the insured 
borrower constitutes the security be- 
hind the loan because, in event of death, 
its cash value will be given the creditor. 
Under such arrangements, adequate life 
insurance should justify the enlargement 
of an able man’s credit facilities. 

“Life insurance can be used to an ad- 
vantage to cover shrinkage in the busi 
ness estate. With most men, the busi- 
ness estate and the general estate are 
synonymous. At the owner's death 
heavy withdrawals are often necessary 
to meet the post mortem taxes, debts 
and so on. Usually such withdraw- 
als weaken the enterprise and lessen the 
market value of the remaining balance. 
Here is the vital need for the protection 
of life insurance and the conserving in- 
fluence of the bank and trust company 
service. 

“By making the insurance estate pay- 


able to a bank or trust company as 
trustee under a separate trust agree- 
ment, it can be kept entirely distinct 


from the insured’s general estate, and 

so it is free of the taxes and debts per- 

taining to that estate. Being made pay- 
(CONTINUED ON PAGE 32) 








ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 

















Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, lowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


insurance. 





states. 


New Records are in 
the Making for 
Royal Union 


1928 was another good year for 
Royal Union salesmen. All indi- 
cations point to new records to be 
attained in 1929. 


We write all standard forms of 


Women are accepted on the same 
basis as men. 
policies are big winners. 


Age limits—0 to 60 inclusive. 


Operating in 15 


Local and general agents wanted 
under money-making contracts in 
territories where we are not now 
represented. 


Our children’s 


middle-western 




















| Pyramid Life Builds 





1929 


February 1, 


New Office Building 


LITTLE ROCK, ARK., Jan. 31.— 
Little Rock's newest office building, now 
being built at 317-19 West Second street 
as the home offices of the Pyramid Life 
will be ready for occupancy about Feb 
15, it has been announced by President 
Herbert L. Thomas. 

“Our new home office,” said Mr 
Thomas, “is another step in the Pyramid 
Life’s program of expansion during 1929 
Although we appreciate the invitations 
from other cities to transfer our home 


-, 


x a 











NEW 


PYRAMID LIFE BUILDING 
offices there, we feel that since the Pyra- 
mid Life is an Arkansas company, owned 
by the people of Arkansas, our home 
offices should be located permanently in 
Little Rock. Our continued growth since 
our organization a little over three years 
ago has made it necessary not only to 
enlarge our present quarters, but to make 
provision for the expansion of office 
space that will be necessary in the years 
to come.” 

The Pyramid Life’s offices will occupy 
the entire fifth floor and a part of the 
sixth. 


NOLLEN COMMENTS ON 
BANKERS LIFE DECISION 


DES MOINES, Jan. 31—In cor 
menting upon the recent decision of the 
lowa supreme court, which upheld the 
Bankers Life in its abandonment of the 
assessment plan and the establishment 
of a legal reserve policy, President Ger- 
ard S. Nollen made the following state- 
ment: 

“The decision of the supreme court 
of lowa in the Bankers Life case relat- 
ing to the increase of assessments of 
certificate holders is a clean cut victory 
for the Bankers Life. 

“The court decided that the transfor- 
mation of the old ‘Bankers Life Associa- 
tion to a legal reserve company was 
entirely legal and proper and that the as- 
sessment certificate holders were under 
their contracts responsible for their own 
ceath and expenses; that the 
funds of the company belonging to t 
assessment certificate holders were han- 
dled by the company not only in a legal 
and proper manner, but also in a w 
to be commended. 

“The decision is. in effect, an appro’ 
cf all the acts of the company in 
handling of its funds. 

“The court said that not only was the 
transformation of the company, the as- 
sessment of death losses of certificat 
holders to them, and the handling 
funds, legal, but also in all these trans- 
actions the action of the company wa: 
benefit in each instance.” 
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WOODWARD SPEAKS AT 
INSURANCE TRUST DINNER 


OFFERS DEFINITE PROGRAM 


Columbus Life Underwriters Give Din- 
ner for Bankers—Hear Detroit 
General Agent 


COLUMBUS, O., Jan. 31.—Wednes- 
day evening the life underwriters of 
Columbus gave a dinner to the bankers 
and trust company officials of the city. 
A year ago the trust companies ban- 
queted the life underwriters and had a 
trust company man talk. This year the 
life underwriters returned the compli- 
ment and asked Milton L. Woodward, 
general agent at Detroit for the North- 


western Mutual Life, to talk on “How 
the Life Underwriter May Cooperate 
With the Trust Company to Advan- 
tage.” 

Mr. Woodward is an ardent advocate 
of the insurance trust approach. His 
address, in part, follows: 

“While the insurance trust is rather 
young, its uses for dovetailing with the 


proceeds of life insurance policies have 
been broadcasted during only the past 
few years. The trust companies in re- 
cent years have done as much to adver- 
tise life insurance as they have trust 
companies. Are we going to be the 
beneficiaries of this free advertising, in- 
structions and sales helps they repeated- 
ly give us in their literature, or not? 


Responsibilities Teo Great 


“Where insurance is widely scattered 
in three, four or several more compa- 
nies, no insurance man, operating alone, 
is big enough to shoulder the responsi- 
bilities of keeping up to date the neces- 
sary endorsements on all the policies 
that death, births and the ever chang- 
ing modes of living demand. An insur- 
ance man with 100 policyholders—and, 
especially, if many of the clients have 
made their purchases in several compa- 


nies—could have little else to do if he 
lid complete job in continually keep- 
ing their ‘house in order.’ Personally, 

do not want to be charged with this 
task where such conditions exist. The 
nsurance man may die. What then? 


lhe corporate trustee keeps on ‘keeping 


n.” Its life is continuous, 
“The adopting of the insurance trust 
approach, where conditions justify 


man of di- 
definite 
to a, 


brings you real close to the 
versified interests. You are more 
than indefinite in what you have 
You know where you are going and w! 


you are going. You are adopting a 
lefinite plan of action and are ever 
ready to see your plans through. ‘This 


s a new method of putting across what 
vou have to say. It is oftentimes easier 
to approach a man if you have him know 
that you do not know whether he needs 
more life insurance. You are offering 
ior his. consideration the very vehicle 
that he might have hoped existed but 
did not know could ‘be put into action 
intil your call. It is a great good wiil 
vuilder for the salesman and is a great 
eans to build up a profitable prosnect 
list via the best and most pleasant 
method—the endless chain. Your 
jective, naturally, is more life insurance, 
ind if you show a possible purchaser 
what he has been looking for, your ef- 
rts and apparent unselfish desire to be 


ob- 


f service may bring you the sale either 
then or, quite probably, when he is 
ready. 
Picturizes a Vision 
Today, the farseeing salesman is put- 


ting over ideas, is picturing a vision 
f what a man can do whether he lives 
He is not just selling another 
vy. He is selling needs. The insur- 
ance trust is a need that but very few 
underwriters are capable of handling. 
\re there any of us here who would at- 
tack the statement that it is ‘better to 
have a trust company than an individual 
act as the executor of one’s general es- 
tate? The trust company is a corpora- 


wr dies. 


























LIFE INSURANCE EDITION 











LIFE PRESIDENTS DATA ON NEW BUSINESS 
PAID FOR BY 44 MEMBER COMPANIES | 








MONTHLY COMPARISONS FOR 1926, 1927 and 1928 


















































































Ordinary Insurance Pct. Gain Pct. Gain 
1927 over 1928 over 
1927 1926 1927 
January ....... $ 56 9,000 § 579,026,000 § 580,462,000 3.4 2 
February ..... , ,000 626,568,000 655,406,000 4.9 4.6 
BEMTOGR ccccece 734,828,000 749,543,000 781,122,000 2.0 4.2 
,  3i eee 682'6 7,000 738,141,000 710, $35,000 8.1 —3.8 
ie ord oa } 2,000 704,807,000 79,000 2.5 7.5 
Se ééweneeens 713,121,000 702,860,000 ,699,000 —1.4 7.5 
I la en 647,126,000 627,787,000 660,062,000 —3.0 5.1 
CS aera 601,100,000 631,740,000 626,594,000 5.1 —.8 
September 528, 186, 000 531,210,000 be 34, 112,000 6 5 
ST 608,599,000 607,237,000 ) 844, 000 —,2 8.7 
November 637.27: +000 586,694,000 667,633,000 == .9 13.8 
December ..... $06,066,000 718,793,000 810,127,000 10.8 12.7 
$ 7,804,416,000 $ 7,804, 106, 000 38 8, aT 19 1,375,000 —.0 5.1 
Industrial Insurance 
January ...... 8,000 § ,292,000 §$ 236,303,000 18.4 27.5 
February ..... 2 000 17.000 221,949,000 18.6 7.1 
March eeee-diee 03,000 701,000 551,000 5.0 13.2 
Tn 60666 04.000 279.000 25 9 962,000 5.5 14.4 
May 207,000 362,000 216,396,000 2.7 10.5 
| RE TE ,315,000 780,000 21 4882000 9.6 —3.1 
Tt ec cenbdaces 194): 315,000 200'835,000 : 3.4 3.1 
DE scceseun 199,076,000 211,1 6.1 8.4 
September 44! 200,622,000 1.7 8 
COSCONOT ccccccs 523. 000 265,974,000 232,530,000 17.4 12.2 
November ..... 23 691.000 252,738,000 202,948,000 7.2 —19.7 
December ..... 228,008,000 2] 1. 076,000 246,045,000 7 16.4 
$ 2,566,059,000 $ 2 667.33 3.000 $ 2,692,522,000 3.9 4 
Group Insurance 
January .......; $ 56,280,000 § 94,445,000 § 46,841,000 0.4 
February ..... $3,088,000 $6,119,000 91,505,000 9S.4 
March 72, 103,057,000 57,986,000 43.7 
Me nséveceees 80 46,960,000 62,007,000 — $2.0 
May 45,683,000 205,195,000 349.2 
ED: Sri ti hie ar ant 67,817,000 113,711,000 67.7 
DY  eedia eae 229,000 74,196,000 36.8 
977,000 56,926,000 24.4 
September ..... 7 6,000 31,475,000 277,943,000 783.1 
October a ah eee 6° 252.000 iS. 625.000 72.119.000 8.3 
November ..... 100, 448, 000 76,960,000 30.4 
December ..... 262,452,000 165,025,000 {5.9 
$ 1,050,605,000 ¢$ 824,372,600 §$ 1,336.32 91.5 62.1 
Total Insurance 
January +Sen cnet $ 858,763,000 &§ 863,606,000 1.8 6 
February $79,904,000 968,860,000 2.9 10.1 
I i ie ,03 1,094,301,000 1,112,659,000 5.5 17 
ae 978,794,000 1,012,.2380,000 1,032,404,000 3.4 2.0 
| aN 979,437,000 99°.152,000 1,179,470,000 1.3 18.9 
Capa 984,718,000 992,457,000 1,084,292,000 x 9.3 
Tuly ilo 919,566,000 882. 851,000 928,900,000 a 5.2 
August ° 855,808,000 S86, 874,000 876,885,000 3.6 1 1 
September 798,919,000 765,, 307,000 1,.011,004.000 4.5 32.5 
October sees 897,475,000 4: 7h 8 6000 965,493,000 29 4 7 
November .... 973,412,000 916,392,000 924,150,000 5.9 8 
December ...... 1,296,526,000 1,694,894,.000 1,280,502,000 15.¢ 17.0 
$11,421,080,000 $11,296,111,000 $12,228,.29°95.000 l 8 
NEW BUSINESS BY YEARS 
Per od Or dinary Industrial Group 
1s 400,000 S 622,909,000 $s 20,828,000 $ 
+ s $,698,000 662,600,000 15,474,000 
ie 206 008 697.5382.000 47,122,000 
1! 016,000 703.745.000 78,720,000 
1 21,045,000 737,810,000 178,336,000 1.437,191,000 
I! 596,000 793,187,000 46,656,000 4 139,000 
] 2000 934,807,000 5.574.000 5,952,114,000 
7O.000 1 6 17,000 7,112,529,000 
252,000 1,257,75$ 1,000 5.9 949,094,000 
1932 nears eae'e.dale 1,035,016,000 1,418, 801,000 i 5.000 ' “4 3 000 
be P Ce ea6 66960008400 60% 6,029,939 000 1,720,054,000 920,045,000 &, 270,038,000 
1924 cetennsanwesones 6,388,166,000 1,963,554,000 597,765,000 8 949 4+485,000 
DE. dks 04 a0 Gb kde wed auc 7,598,614,.000 59,174,000 SOR. 784.000 10,75 F 000 
rei 7.804.416.000 1.050.605.000 ; 
1997 — 4s . , 66 a 0,605, $21,080,000 
19 8 setveestatcis ‘,804,406,000 - 667,33 72,000 ,296,111,000 
eeececcceccs 8.199, 375,000 2,692.52 ad 000 8,225,000 
tion and as such its life is continuous. | subject only to discretion of trust con 
It is here today, tomorrow and every | pany. 
da} . and 1s accessible at all times to the | Ss Avoids legal delays ncurred in 
beneficiary of a trust. | handling a will 
Pn ie tec ewindlere fran getting 
Snauves Many Privilencd ; Prevent windlet rom getting 
| at fund 
“Making a trust company trustee of ;} 10. Offers policyholder opportunity 


trustee, to be 
majority, thus 
business training 


of appointing as co 
effective when he reaches 
affording him an early 


son 


insurance proceeds insures the 
privileges: 
1. Offers policyholder 


following 


absolute free- 


dom as to how the proceeds will be dis- ‘The insurance salesman of tomor 
tributed. row must learn more about advanced 

2. Makes it easier to handle the pro- | underwriting; insurance trusts, without 
ceeds of many different policies in many | attempting to be a trust authority; tax 





different companies. ation, without masquerading as a tax 

3. Effects important tax economies. expert; ordinary business law, without 

4. Brings family in close contact with | trying to be an attornev: a financial ad- 
trust officer before death, so they will | visor, without having to leave the life 
not have to do business with total | insurance business to make money. Be 
strangers. @ble to say when you are all through 

5. Guarantees jntelligent handling of | with your prospect: ‘Here’s your prob 
an estate, the care of interest, reinvest- | em. Here’s the cure. Now, it’s up to 
ment, etc. you,’” 

Aids Dependent Woman Heifetz to Give Dinner 

6. Makes it possible for a dependent Samuel Heifetz, one of the Chicago 
woman to have a relationship with a| managers of the Mutual Life of New 
sound financial institution, which at all | York, will celebrate the company's 86th 
times is capable of giving good advice. | anniversary by giving an agency dinner 

7. Allows use of principal at times, Friday evening of this week. 












PRUDENTIAL ACTUARY 
JOINS ATLANTIC LIFE 


WILL BE VICE-PRESIDENT 


Worked for Thule Life of Sweden 
Before Coming to America 
In 1913. 

E. A. Lundgren, assistant actuary of 
the Prudential, will become vice-presi- 
dent of the Atlantic Life Feb. 15, Presi- 
dent A. O. Swink has announced 

Mr. Lundgren was born in Sweden 
Oct. 23, 1886, and was graduated from 


the Swedish State College in 1906, later 
taking two years of post-graduate work 
in mathematics, physics and mechanics 
In 1909 he joined the staff of the Thule 
Life in Stockholm and remained with 
the company four years, engaged in ac- 
tuarial duties. 
Coming to this 
Lundgren became a mathematical 
ant with the Prudential. He occupied 
various positions In 1924 he was ap- 
pointed mathematician and two years 
later assistant actuary, He is a fellow 


Mr. 


assist- 


country in 1913, 











LUNDGREN 


and 
Congress 


ol the Nc 


a member ot 


Society of America 
International 


tuarial $ 
the 


of Actuaries and of the American Math- 
ematical Society. 

‘The coming of Mr. Lundgren to At- 
lantic,” said Mr. Swink, “will mean more 
to our company than can readily be told 
Our new vice-president is an accom- 

lished mathematician and actuary, and 
iully familiar with all underwriting 
problems. From his varied experience 
in -life insurance operations acquired 
both in Sweden and in this country, he 


is splendidly equipped to furnish us with 


the expert advice that we will require 
iin the broadened scope ol operatiogs 
into which we will enter within the next 


ew months. 

“The appointment of Mr. Lundgren 
is vice-president will place the Atlantic 
Life in a much stronger position in the 
solution of its various problems, and 
his expert knowledge will at once pro- 
mote the further growth of this already 


well-developed company 


Will Hold a Conference 


According to an announcement made 


by Julian S. Myrick, president of the 
New York State Life Underwriters 
Association, a special meeting of that 
association was to be held in Albany 


for the purpose of considering a report 
of the special committee on Section 97 
and the co-related sections. Invitations 


‘ve been extended to Superintendent 
Conway, Grady Hipp, actuary of the 
New York department, M. Albert Lin- 


ton, chairman of the committee of actu- 
aries cooperating with the superintendent 
and department in drawing up the sug- 
gested amendments. 
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NORTHWESTERN MUTUAL 
PROMOTES THIERBACH 





LEAVES McMILLEN AGENCY} 





Goes to Home Office as Assistant Su- 
perintendent of Agencies—At- 
tended Carnegie Course 





MILWAUKEE, Jap. 31.—Russell P. 
Thierbach, Milwaukee, has been 
pointed assistant superintendent of 
agencies for the Northwestern Mutual 
Life, according to an announcement by 
Charles H. Parsons, superintendent of 
agencies. Mr. Thierbach has been con- 
tinuously in the employ of the company 
since June, 1911, 
secretary’s department at the home of- 
fice, when he was 16 years old. 

He has been associated with the home 
general agency at Milwaukee since Au- 
gust, 1912, from which he now returns 





RUSSELL P. THIERBACH 

to the home office. Until 1920, he un- 
derstudied in both cashier and sales pro- 
motion department activities of the 
home general agency, and after complet- 
ing the life insurance course at Carne- 
gie, Pittsburgh, he returned in Septem- 
ber, 1920, as a personal producer and 
selector and trainer of agents for Clif- 
ford L. McMillen & Associates. 

Mr. Thierbach joins the agency de- 
partment staff after a long and varied 
experience in the field. He served re- 
cently as secretary-treasurer of the As- 
sociation of Agents. 

Mr. and Mrs. McMillen entertained 
for him at dinner recently in honor of 
his promotion to the home office. 


eS 


ap- | 


having started in the | 
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SUN LIFE OF CANADA 


The Sun Life of Canada is undoubt- 
edly the most talked of company in the 
world today. This Canadian 
as far flung and world wide 
as the British Empire, itself is undoubt- 
edly going to break all records in the 
United States in 1929. No doubt this 
also will apply to its other branches 
| throughout the world. The Sun Life has 
done what the great American fire com- 
| panies have done and invested its assets 
lin the common stocks of the greatest 
American corporations. It has invest- 
|} ment advantages not allowed United 
States companies. These stocks have 
doubled and trebled in value and the 
| Sun Life has become strong, at the same 
time reducing its costs materially. It is 
in the position of paying higher com- 
missions and furnishing lower costs, 
which with an exceedingly aggressive 
management, means tremendous growth. 

Some years ago the Missouri State 
Life went out after brokerage business 
from agents of other companies and 
secured a considerable foothold. The 
Sun Life is doing the same today, with 
even greater results. Its bulletin of 
leading producers in its various United 


insurance 
institution, 


States agencies shows the names of 
many agents of other companies who 
not only place their surplus business 


with the Sun Life, as well as some cases 
their own companies will not take, but 
they use the Sun Life when in competi- 
tion with other companies. This is re- 
sulting in a great inflow of business to 
the Canadian institution. The Sun Life 
commission contract is a liberal one, and 
in the case of its direct agencies includes 
a very liberal allowance for office ex- 
penses, based on the amount of busi- 
ness produced. The announcement of 
President Macaulay on the first of the 
year of a special maturity dividend with 
the statement that “the directors have in- 
| augurated the principle of allowing a 
special bonus” from which it may be in- 
ferred that it will be renewed from year 
| to year, so long as the earnings warrant 
it, means that costs will be still further 
reduced. The president’s letter states 
that profit earnings have never before 
been equalled and that the annual profit 
distribution for the ninth consecutive 
year will be increased. With regard to 
the investment policy of the company, 
by which a Canadian company is per- 
mitted to invest in common stocks and 
the same privilege is not accorded to its 
United States competitors, a recent bul- 
letin says: “We trust that the full im- 
port of the president’s words will be 
appreciated. It will quicken the desire 
to keep conversant with the details of 
our investment policy and with the basic 
principles underlying that policy. We 








| AS SEEN FROM NEW YORK | 





a 


__|j 


suggest a close study of the investments 
as shown in ‘The President’s Book,’ and 
also recommend the careful reading of 
the annual reportfor the past two years 
and of the addresses of the president on 
those occasions. Every representative 
should be in a position, at any sign of 
challenge or criticism, to explain con- 
vincingly the investment principles fol- 
lowed by the company.” 
x * o*K 
MASSACHUSETTS MUTUAL 

The record of the Massachusetts Mu- 
tual Life of $304,000,000 of new business 
in 1928 is a really astonishing one. The 
race ‘between this company and the Penn 
Mutual promises to be a fast one. While 
the Penn wrote some $257,000,000 in 1928, 
with its new ‘man power” policy and 
the acquisition of several of the leading 
stars of the company production field, it 
is safe to say that 1929 is going to go 
quite a long way toward closing up 
the gap between the “Yankees” and the 
“Quakers.” The Massachusetts Mutual 
began its great strides about 1920 when 
in one year it practically doubled its new 
business. The writer asked J. C. Behan, 
superintendent of agencies of the Mas- 
sachusetts Mutual, the other day to what 
he attributed the great growth of the 
company. His simple answer was “the 
substitution of young men for old in the 


field.” The Massachusetts Mutual field 
organization is one of young men. The 
Massachusetts Mutual and the Penn 


Mutual are both good illustrations of 
what great mutual institutions can do 
when they get under way with a pro- 
gressive home office policy. The well 
established mutual company seems to go 
almost by itself when the home office 
responds to the pressure, often from the 
field force itself, and “clears the track” 
for big business. 


New Plan for Picking Men 


Charles H. Jackson, personnel direc- 
tor of the Continental Casualty and Con- 
tinental Assurance of Chicago, is inaugu- 
rating a new idea in training and develop- 
ing general agents, with a series of state- 
wide conferences, opened at Decatur, 
Ill., last week. He is interviewing appli- 
cants who reply to newspaper advertise- 
ments to determine whether or not they 
are of general agent caliber. Those 
accepted return to Chicago for a six 
months’ intensive training course and 
if at the end of that period they are 
acceptable they go into the field in 
territories of their own choice. Twelve 
selected from this territory and under 
the direction of Dr. Roy L. Davis, chief 
director of personnel of the company, 
will begin field work at Decatur under 
Roy Potts, general agent in that dis- 
trict. 








FIGURES FROM DECEMBER 31, 1928, STATEMENTS 


LIFE COMPANIES ___. 

















Total 
— 
2,968,491 


Abr. Lincoln L., m.. 200,000 
Alamo L., Texas. 375,961 100,000 
Capitol L., Colo.. 9,874,936 250,000 
Central Sts. L., Mo. 22. "910, 603 400,000 
Des. M. Ih A., Ia 4'857,960 600,000 
Detroit L., Mich 7,621,580 381,279 
Fidelity Union L. 213,292 100,000 
Jem City L., Ohio... 220222 cecvees 
Indianapolis L., Ind. 9,215,382 ....... 
Lamar L., Miss..... 6,741,344 130,000 
Lincoln Natl. L., Ind. *61,213,945 2,500,000 
WiGweet Ts, MBM...  _cscccee sescecse 
Nw. Nat’l., Minn.... 33,207,578 1,100,000 
Peoria . » BTSSS,0e8 250,000 
Whomeer Te, GB. Ciccee _coseses esseoses 
Philadel. me Penn... 12,521,017 560,320 
Royal Union L., Ia. . 27,261,506 500,000 
Res. Loan L., Ind... 10,727, 385 200,000 
Reliance L., Penn... 54,955,277 1,000,000 
Sun L, of Amer., a. 8,043 413 iy 000 
Union Pac. 110,000 


A., 174,41 
W. & South. L., *Onio 90, et ‘ont 5,000,000 


Webster L., pan 
*Includes Business of Merchants Life. 


**Includes $200,000 Borrowed Money. 


eeeenee 


Capital Surplus 
; #3 


Bus. Ins. in GaininIns. Prem. Total Pd. Policy Total 

1928 va in a Income Income — — 
139,299 5,178,907 23,674,084 1,446,081 671,875 843,856 293,776 601,756 
17,500 4,838,944 10,097,461 2,546,133 229,495 252, 826 36,279 253,266 
770,23 17,883,641 71,414,53 6,207,215 1,872,164 2,788, "793 1,177, ,079 2,124,126 
272,884 19,368,926 96,578,299 5,166,798 2,622,464 3, ‘987, 674 863,072 2,721,230 
250,000 5,425,000 32,400,0 2,210,000 853,052 1, 352, 808 358,745 855,295 
181,444 18,727,027 74,588,145 6,577,584 2,256,981 2'789, 913 840,789 1,814,382 
82,400 3,034,800 3,034,800 3,034,800 96,673 rere 2,665 
iene ees 7,235,712 jcnnee 8,873,239 rr ee rere Pre 
526,719 19,293,913 83,532,888 16 etre 2,574,831 3, 180, 696 888,870 1,725,278 
240,000 12,701,15 62,584,273 6,005,555 1, 793,380 22 39, 453 99,579 1,210,104 
3,000,000 158,561 208 *658,747,143 *144, a ai 14) 349,648 19, 533, 789 6,095,788 13,246,616 
cnet 143, marie inaeee Benes ceneee cwteen 
1,462,928 64,119,449 288,168,909 30, 343 179 7,750,000 10,008,012 3,628,129  ...... 
85,9 34,143,301 163,079,210 14,749,455 4'839,624 6,219,944 2,132,239 4,037,485 
énenune 14,127,483 ia ta 6,620,072 oesnee pas eee Porer Orr 
370,998 11,328,316 80,310,108 1,139,012 2,194,761 **3,113,792 1,795,636 **2,767,369 
635,467 13, "463, 939 © 141,942,727 314,230 4,512,049 6,220,426 2,469,556 4,314,128 
454,379 17, 223, 654 S6.344.7588 $$ ceeces 2,184,908  2,795,5071,036,235 2,078,693 
2,250,168 66, 486,152 407,762,169 27,179,376 12,835,026 16,554,625 5,479,401 10,076,776 
,000 22) 167, 428 wer oY 7,624,150 2,250,500 2, = he 7 053 1,572,908 
31,152 2,029,7 764 142,414 2,112,650 82,620 00 81,461 
4,824,625 183, 792, 377 702 814,904 31,508,843 24,946,474 29, 564. 817 1, 912° 269 17,933, 068 
1,200 195, '069 419,961 100,969 11,961 14 °327 é009%% 11,448 


MARYLAND LIFE HAS 
AGENCY CONVENTION 


Cc. C. CLABAUGH IN CHARGE 


Wells of Aetna Life, Cheyney of Conti- 
nental American and Talley of Home 
Friendly Are Speakers 





The agency convention held at the 
home office of the Maryland Life in Bal- 
timore was opened by Charles C. Cla- 
baugh, general supervisor of agencies, 
who spoke of the results that come from 
well planned, persistent work. Dr. Gor- 
don Wilson, medical director, discussed 
applicants from the medical standpoint 
and answered questions put to him. At 
luncheon the first day Friend L. Wells, 
general agent of the Aetna Life, Balti- 
more, talked on “Selling Life Insur- 
ance,” and was very well received. In 
fact, the members present stated that it 
was one of the finest addresses they had 
ever heard. Fielding Lewis, a young 
banker, spoke regarding his viewpoint 
as to the life insurance method of build- 
ing up a substantial estate. After these 
talks there were several brief addresses 
by some of the agents. 


Diseuss Meeting Objections 


The second day Mr, Clabaugh opened 
the meeting by discussing the different 
methods by which objections to buying 
life insurance could be overcome. The 
members present joined in the discus- 
sion. The luncheon address was made 
by Arthur (B. Cheyney, star producer of 
the Continental American of Delaware, 
who stressed the value of discovering 
the need and then using life insurance to 
cover that need. His experience has 
been unusually successful in that his in- 
come from his earnings in 1928 
amounted to $40,000. B. Leo Talley, 
president of the Home Friendly of Bal- 
timore, made a brief talk regarding the 
business of life insurance and stressed 
the value of contact, congeniality and 
confidence. Field Supervisors Terrell 
and Nettleship addressed the agents and 
there were brief discussions by some of 
the men. 


Officials Speak at Banquet 


At the banquet Mr. Clabaugh was 
toastmaster and the main speaker was 
President Douglas H. Rose. Treasurer 
George R. Kolb, Secretary C. G. Smith, 
Assistant Secretary F. J. Green and As- 
sistant Treasurer C. E. White spoke 
briefly regarding the ways in which the 
agents could help the departments to 
serve the field men better. Mr. Clabaugh 
was presented with a set of cuff links 
and studs by the field men as a token of 
their esteem. S. L. hes 2 of Virginia 
made the presentation. Clabaugh 
thanked the men warmly yo their co- 
operation. 


PLAN FOR THE COUNTRY LIFE 
New Insurance Company Is Backed by 


the Farm Cooperative Movement 
in Illinois 





The business service conference of the 
Illinois Agricultural Association was 
held at Danville this week. More than 
$13,000,000 was pledged to the Country 
‘Life of Chicago, a new company 
launched under the auspices of the farm 
cooperative movement. Its capital is 
$125,000. Of this amount $50,000 first 
preferred stock 7 percent has been sub- 
scribed by farm bureau members. 
holding company for the state associa- 
tion owns $60,000 of the same stock. 
There is $15,000 in common stock held 
by the holding company. The directors 
Life of Iowa, is manager of the life com- 
pany, and the Illinois Agricultural As- 
sociation are the same. L. A. Williams 
who recently resigned as one of the Chi- 
cago general agents of the Equitable 
Life of Iowa, is manager of the life 





company. 
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BERLET ESTABLISHES 


LIFE 





INDEPENDENT OFFICES | lad A number of leading agencies in Phil- 


RESIGNS GUARDIAN AGENCY 





Says Business Is Changing — Under- 
writer Cannot Fully Serve Client 
With One Company 


PHILADELPHIA, Jan. 31.—E. J. 
Berlet, for the past seven years general | 
agent at Philadelphia for the 
Life, has resigned his post in order to 
open “independent life underwriting of- 
fices.” 

In telling of his plans, Mr. Berlet | 
declared that the business is changing— | 
that the development of the life insur- | 
ance trust, the growth of business insur- 
ance and estate analysis—has created a 
new condition in life insurance. 





Cannot Fully Serve Clients 


He believes that the present day life 
underwriter cannot fully serve his 
clients by representing one company 


only and in his new independent office, 
he will not be tied down to any one 
company but plans instead to study the 


needs of the prospect and place the busi- | 


ness in the company or companies that 
he feels are best suited. 

In his announcement, 
that 
ing experience there has grown and de- 
veloped first, the idea—then the convic- 
tion that an underwriter representing 
but one life insurance company cannot 
always truly represent the buyer. At 
times there must be a bias, or prejudice | 
in favor of the company because he is 
the agent of that company, and that 
company alone. 

“Insurance will be arranged with the 
lowest net cost companies who can fur- 
nish the policy best suited to the needs 
of each client. Recommendations will 
be impartial and will be based on a care- 


Guardian | 


Mr. Berlet says | 
“during my years of life underwrit- 


| 





elphia, as well as in other large cities, 
have adopted the service idea, but E. J. 
Berlet is going farther into the subject | 
by adopting the plan of not representing 


any particular company. 

In discussing his change, he said that | 
there is much more to life insurance | 
today than simply selling a policy or 
quoting rates He declared that the 
‘new competition” has brought about | 


| the condition where the successful life 
| underwriter must plan a man’s life in- 
surance needs so that the life insurance 
program will fit into the proper 
his estate. 


place in 


| to policies on the 


| CAMERON AGENCY MEETING | 


| that is operating on the assessment plan. 





Equitable Life of Iowa Field Men in 
Minnesota Held Successful 
Conference 





The third annual banquet of the Min- 


| nesota agency of the Equitable Life of 
lowa was held at Minneapolis. This 
event was the culmination of the state 


convention of agents and district man- 
agers of the Equitable Life, and was at- 


|} tended by 55 agents and their wives. 
| State Agent E. W. Cameron was toast- 
master. The honor guests and prin- 
cipal speakers were Vice-president B. 
F. Hadley and Chief Medical Director 
Dr. F. L. Wells. 

Mr. Hadley called attention to the 





development of the company’s business 
in Minnesota during the past two years, 
and announced that although it is one of 


the newest agencies, the Minnesota 
agency was one of the leading ones in 
paid for business during 1928. 


The Minnesota agency is in its second 
year under the management of State 
Agent Cameron, and produced practic- 
ally $3,000,000 of paid for business in 
1928. Mr. Cameron considers that the 
outlook for 1929 is the best that it has 
ever been in the history of the life in- 
surance business in Minnesota. 


| it gives cash, 


| The 


INSURANCE EDITION 


E ful study and review of all companies.’ |h MUCH INTEREST IN THE 


LEGAL RESERVE POLICY | 


GUARANTEE FUND'S 


| Will Comply With All the Require- 
ments in Issuing Its New Ordi- 


COURSE 


nary Life Contract 


Much interest is being taken in the 
plan of the Guarantee Fund Life of 
Omaha to convert “old form” members 
American 3% percent 
Guarantee Fund Life is the 
most aggressive company 


rhe 
and 


basis. 
largest 
Its departure means the voluntary adop- 
tion of the legal reserve because 
in the ordinary life policy it is issuing, 
loan, paid-up and extended 
values. The policy is non-participating. 
There are extra premiums for waiver 
of premium disability only, or waiver of 
premium and monthly income disability. 
The double indemnity rider is issued 
for $2 per thousand extra at 


b asis 


all ages. 


from Old Form 


Fund Life 


Can Convert 


rhus the Guarantee offers 
a strictly old line legal reserve policy. 
“old form” members can convert 
their present policies to the legal reserve 
basis and share in the fund transferred 
to the new department. The Guarantee 
Fund Life calculates that $6,300,000 has 
been paid in by members in excess of 
the requirement. Therefore, policyhold- 
ers shall have at the start a certain 
amount of reserve as the policies can 
be dated back giving immediate values. 


|C. A. FOEHL, ASSOCIATION 


LEADER, DIES IN OFFICE 





_ Chas. O. Foehl, manager of the New 
York ordinary agency of the Prudential 
and prominent in local and National Life 


ll 


| Underwriters Association circles, died 
| suddenly luesday in his office of heart 
disease. He was 57 years old. Dr. Sin- 
| clair Royle, Prudential physician, who 
was in the office at the time, gave him 
his immediate attention, but in vain. He 
| was formerly president of the Life 
Underwriters Association of New York 








and for the last three years had served 





CHARLES A. FORHL 


as treasurer of the National Association 
of Life Underwriters. 

Mr. Foehl was born in Ohio in 1872 
and started with the Prudential as spe- 
cial agent in Pittsburgh in 1902. In 
1908, with W. W. Pipes as partner, he 
took over the Prudential agency there. 
From there in 1914 he went to Phila- 
delphia, and upon the death of Robert 
Mix, New York manager, went to that 
city to succeed him in 1918. He and his 
wife were planning to leave Saturday 
on a cruise to the West Indies. 

















every possible way. 


The Springfield Life offers real cooperation to every agent who 
You will receive help in finding prospects, and 
you will have an interesting range of policies to cover the needs of pros- 


casts his lot with us. 


ae 


eeping the New Year 
Free From Errors 


pects and to help make them your clients. 


Write us if you are ready to begin work as a life underwriter. 


want to tell you about our service. 
“Serve and Succeed with The Springfield Life’’ 


SPRINGFIELD LIFE INSURANCE COMPANY 


Home Office: SPRINGFIELD, ILLINOIS 


| You may be finding it a hard thing to do, this matter of keeping 
| 1929’s pages fair and free from blunders. 
wanted to be wise ones. 


If choosing a company is one of the decisions you must make 
now, there'll be no regrets if you decide on one that helps its agents in 


This year’s decisions you 


We 
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NYLIC INCENTIVES and AIDS TO SUCCESS 















Nylic Friends 





National advertising grows because retail 
merchants have learned that it is much 
easier to sell goods that are well known to 
the public. 


Nylic Agents do not find it necessary to 
“introduce” their Company, which now 
has Two Million Policyholders insured for 
nearly 7 Billion Dollars. ~ 


Since organization, Nylic has paid to liv- 
ing Policyholders and to beneficiaries over 
2 Billion 600 Million Dollars. It is now 
distributing over 50 Millions a year in 
Dividends. 


Through 84 years of investing, New York 
Life has been of incalculable service to the 
nation, to business and to individuals. To- 
day its assets of over 1 Billion 400 Million 
Dollars are largely used to finance public 
works, railroads, public utilities, business 
buildings, homes and farms. 


So, wherever the Nylic agent goes, 
he finds Nylic friends—policy- 
holders, beneficiaries and 
borrowers — who are 
grateful to the Com- 
pany for its serv- 
ice to them. 





New Home Office Build- 
ing on the site of the 
famous old Madison 
Square Garden 


NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK 


DARWIN P. KINGSLEY, President 
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REGIONAL MEETINGS 
ARE BEING PLANNED 


MORE AGENTS TO BE SERVED 





Northwestern National Life Will Not 
Have a General Convention of 
All Its Salesmen 


regional conventions will be 
held in August for agents of the North- 
western National Life of Minneapolis, 
instead of the single convention trip of 
previous years. By locating the meet- 
ing places at strategic points in the ter- 
ritory in which the company operates, 
it has been possible to so modify the 
rules governing qualification that prac- 
tically all full-time agents and many 


Four 


part-time agents should attend their 
regional meeting. 
Meeting Places Still Indefinite 
The conventions will be held as fol- 


lows: One in northern Minnesota, for 
agents from Minnesota, North Dakota, 
South Dakota, Nebraska, Iowa and 
Illinois; one on Lake Erie, for agents 
from Michigan, Indiana, Ohio, Pennsyl- 
vania, New Jersey, North Carolina, 
Kentucky, Tennessee, Virginia and 


West Virginia; one at a point near Den- 
ver, for agents from Montana, Idaho, 
Washington, Oregon, California, Colo- 
rado, Wyoming and Kansas; one at a 
point to be determined for agents from 
Texas and Oklahoma. 
More Agents Will Attend 

These meetings have been planned to 
combine special educational features 
with a delightful vacation and plenty of 
recreation. An agent may qualify both 
himself and his wife to attend the meet- 


ing in his region at the company’s ex- 
pense. 
One’ of the chief advantages of the 


regional convention plan is that it puts 
the convention within the reach of many 
more agents than could earn the neces- 
sary points to qualify for the single an- 
nual convention trip held in the past. 
Most agents will be within convenient 
automobiling distance of their regional! 
meeting. 


Conservation Is Factor 


Agents will qualify for attendance at 
the conventions by earning points credit 
in a contest which considers not only 
new business secured but also conserva- 
tion of old business, conversion of term 
insurance to more permanent forms, 
and for beating his own previous record. 


ROCKWELL HEADLINER 
AT FEDERAL RESERVE MEET 





The Federal Reserve Life of Chicago 
will hold its annual agency convention 
February 6-8, in that city. The head- 
liner at the meeting will be Dr. Charles 
J. Rockwell, well-known life insurance 
educator and lecturer. Recently, the 
Federal Reserve took over the Farmers 
National of Chicago and moved the 
executive offices of the Federal Reserve 
to that city. E. W. Merritt, president 
of the company, has laid plans for a 
most successful convention. Agents 
from Kansas, Missouri, Illinois, Indiana, 
Ohio, Michigan, and Florida will attend. 
Two sessions will be held each day and 
Dr. Rockwell will deliver! in all four lec- 
tures to the group. In the evening, Mr. 
Merritt has planned an elaborate enter- 
tainment program for the visiting agents 
and their wives. 

A number of years ago, when Mr. 
Merritt was organizing a life insurance 
company in the east, he engaged a young 
stock salesman to sell some of the stock 
in his life insurance company. This 
stock salesman’s name was Rockwell 
and Mr. Merritt is more or less respon- 
sible for acquainting Dr. Rockwell with 
the institution of life insurance. 

For 1929, the Federal Reserve plans 
an extensive program of agency ex- 





pansion. 


MAKES STRONG DRIVE 
TO HOLD DOWN LAPSES 


MIDWEST LIFE RATIO LOWER 





President Putney Says “Lack of Funds” 
Excuse Usually Means Money Is 
Being Used for Other Things 





LINCOLN, NEB., Jan. 31.—Pres- 
ident W. W. Putney of the Midwest 


Life of Nebraska, reports that the lapse 
record for 1928 was appreciably less 
than for the previous year, and believes 
that the brisk campaign for renewals 
made by the officials was responsible 
for this showing. 

Habit Formation 


At various times in the past the Mid- 
west has sent out questionnaires to test 
groups of lapsed policyholders to find 
out why they had allowed their protec- 
tion to drop, and the replies have prac- 
tically been the same that a big eastern 
company got to similar questions, lack 
of funds. Mr. Putney thinks that it is 
probably correct that a similar letter 
sent out by other companies would evoke 
similar answers. He is proceeding on 
the theory that it is not the true cause, 
and that the inability to pay rises from 
the use of insurance premium money to 
pay installments on radios, cars, furni- 
ture and musical instruments. The job is 
to prevent such lapses by making people, 
through education and argument, more 
anxious to keep their insurance in force 
than to buy those other things, and once 
they get the habit they will continue. 
It is vital to every company to know 
whether a policyholder really has not 
the money to meet his premium, or it 
it has lost out in the competition for his 
dollar to these other interests, he be- 
lieves. 

Production About Even 


The company’s production as a whole 
last year ran about the same as in 1927. 
The latter year included a considerable 
amount of business written in California, 
while in 1928 the company abandoned 
that field and concentrated nearer to 
home. In the remainder of the territory 
the total was 6% percent in excess of 
1927. 


TAYLOR IS MADE MANAGER 





Robert H. Hardy Retires from Active 
Service of Mutual Life in New 
York City 





Second Vice-president and Manager 
of Agencies Georoge K. Sargeant of the 
Mutual Life announces that Robert H. 
Hardy, one of the company’s managers 
in New York City, will upon his own 
initiative relinquish his managership, un- 
der the company’s retirement plan and 
Harold L. Taylor of New York will 
succeed him with quarters in the Astor 
Trust building, 501 Fifth ave. 

Mr. Hardy became connected with the 
company in 1894, and during the ensu- 
ing 35 years has made an excellent 
record. He retires with the good wishes 
of the company and a wide circle of 
friends in the insurance world. 

Mr. Taylor is a New York native, 
began his business career as a salesman 
and except during his service in the 
aviation branch of the army during the 
war, has always been a salesman. He 
entered the insurance business in 1921, 
making notable success. He is spoken 
of as one who “Gs the highest type of 
the modern life insurance field represen- 
tatives, having a realization of the true 
place and function of life insurance in 
national and individual economics, an 
understands the adaptability of life in- 
surance to meet various requirements 
of the insuring public.” 

He is a member of the company’s 
Quarter Million Dollar Field Club for 





, 1927-28. 
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W. J. GRAHAM SPEAKS ON 
INSURANCE OVER RADIO 





matured endowments will average an 
additional $2,000,000 a week with an- 
other $1,000,000 a month to be added 
to old age annuitants. Large as these 
figures are, they account for only 
half of the moneys returned to policy- 
hoders, the other one-half, approxi- 
mately $725,000,000, representing mon- 
eys paid back as premium refunds and 
surrender values. 


AIDS THRIFT MOVEMENT 


Life Policies Provide Protection for 


Uncapitalized Far in Excess 
of Assets Indicates Endorsement 


“The great volume of life insurance 


pied eaih = oe outstanding in America today will 
Re —— Jan. orig gh shortly reach the huge sum of 100 bil- 
Graham, second vice-president ¢ ec lion dollars, which is three times the | 


Equitable Life of New York, in speak- 
ing over the radio recently on “Life 
Insurance as a Thrift Measure” under 
the auspices of the national thrift com- 
mittee of the Y. M. C. A., character- 
ized life insurance as “the thrift magi- 
cian” in its ability “to provide protec- 
tion for the uncapitalized far beyond the 
total value of its assets.” 

Mr. Graham described the major pur- 
pose of life insurance as the business of 
creating capital for the uncapitalized to 
be available under want and depend- The Pacific National Life of Salt Lake 
ency. “In order to get men and women | City, Utah, began writing business Jan. 
to save,” Mr. Graham said, “you must] 2 this year and has to date $600,000 in 
provide an appealing spending objective. | issued policies. Carl R. Marcusen, pres- 
The spending objective behind the life | ident, announces that its operations have 


amount in force 10 years ago and two- 
thirds of all life insurance outstanding 
in the world. This endorsement by the 
people of America of life insurance in- 
dicates their recognition of the impor- 
tance of life insurance as a means for 
achieving and maintaining something in 
the way of financial independence for 
themselves and their dependents.” 


Pacific National Expanding 





nsurance policy is the strong appeal of | been extended to Wyoming. Applica- | | 
the dollar put away to save somebody | tions for entrance to Arizona and Ne- 
from something as against the dollar de-| yada are pending. The company now 
signed to buy something. Every life| operates in Utah, its home state, and | 
insurance policy represents at once a/ Wyoming. The Pacific National has a 


completed plan of savings for the pur- 


pose of protection. 


reinsurance treaty with the Lincoln Na- 
tional Life of Indiana. Frank Keller, 
| Jr., is superintendent of agents. 


Exceed Savings Deposits 





“The accumulations of American life 
insurance companies today reach the huge 
sum of $16,000,000,000, which is 50 per- 
cent in excess of the sum of total sav- 
ings accounts in all the savings banks 
in the country and equal to two-thirds 
f all the deposits in all national banks. 

“Insurance today supplies benefici- 


Elected Assistant General Counsel 


Election of L. Barrett Jones, member 
of Wells, Stevens & Jones, as assistant 
general counsel to the Lamar Life of 
Jackson, Miss., was announced after 
the meeting of the directors and stock- 
holders. A pension plan for employes 
aries in the United States capital to the | was approved by the directors and re- 
amount of $1,725,000 a day. While the | ferred to the executive committee with 
amounts paid living policyholders from power to act. 
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JAMES L. COLLINS JOINS | 
CALIFORNIA STATE LIFE | 


Mr. Collins has been for the past four 
years vice-president and superintendent 


| of agencies of the New World Life of 
ae | Spokane, which position he resigned as 
‘IS AGENCY SUPERINTENDENT | of Jan. 1, last, in order that he might 


) Prior to 
going with the New World Life in June, 


return to California to live. 





Plans Visit to All Agencies After Feb. | '"*: he was for several years superin- 
: | tendent of the field service department 
1—Formerly With New | of the Pacific Mutual Life. 


Collins 
agencies of the 
in its field. 


Immediately after Feb. 1 Mr. 
ohne, to visit all the 
California State Life 


World Life 


Ohio State Life Convention 
With 
“ye 
0 a 
Ohio 
agency 


James L. Collins has been appointed 
superintendent of agencies for the Cali- 
representatives 
dozen states in 
State Life is 


from upwards 
attendance, the 
holding its annual 
meeting this week in Columbus. 
President John M. Sarver and W. Scott 
| Boyenton, superintendent of agencies, 
are presiding over the business sessions. 
On the program as speakers are Charles 
| J. Rockwell, 
| man,” 

| dianapolis 

| Cleveland. 
| quet. 


editor “Insurance Sales- 
Chicago; Russell S. King of In- 
and Charles M. Newcomb of 
Che latter spoke at the ban- 
Henry Stevens of Toledo presided 
over the $200,000 Club. 


The Ohio senate has passed and sent 
| to the house the bill which would repeal 
the extra tax on foreign insurance com- 
panies which was passed in the closing 
hours of the previous legislature as a 
| money-raising measure. The repeal was 
urged by 
sage. 


| 

| Ohio Tax Repeal Passes Senate 
| 
| 


Governor Cooper in his mes- 


Fidelity Managers Hold Conference 


Approximately 75 field managers of 
the Fidelity Mutual Life assembled at 
the head office in Philadelphia for a con- 
| ference Chis 





group covers the terri- 
tory east of the Rocky Mountains. 
educational and agency building 


An 
| program wall be conducted for two days 
funder the direction of Vice-President 
which | and Manager of Agencies Frank H. 


JAMES L. 


COLLINS 


fornia State Life of Sacramento, 





appointment became effective last week. | Sykes. 








Crawford H. Ellis 
President 





FINANCIAL STATEMENT, DECEMBER 31, 1928 


ASSETS 
NN a a id $ 405,932.48 
First Mortgage Loans on Real Estate........ 12,928,072.71 
GS et bd ee Pree ere 3,222,037.30 
Policy Loans and Liens..................+- 3,678,644.82 
Nh in cle hae eadeae es 577,704.70 
Cash in Office and Banks................... 462,833.79 ESS CSTE IO IE 11,207.88 
I es as cireamale eine ha 337,500.86 I os .  . cneendeeneeanes 6,233.56 
Net Uncollected and Deferred Premiums.... 719,378.05 Premiums Paid in Advance................. 7,734.44 
Due f-om Other Companies for Death Claims se Paid in Advance Diag coniie tous oe salah a 90,166.88 
- ae einsurance Companies’ Reserve Account... 56,501.16 
on Reinsured Policies.................. 18,416.00 Miscellaneous Liabilities ................... 277,247.11 
Bilecelianeowus Aseets .........ccccccccscces 182,375.71 Surplus Apportioned for Contingencies ae 4,766.08 
Surplus for Protection of Policyholders over 
on Kn iGSbe bce ci vsdwwwws 2,104,115.59 
$22,532,896.42 $22,532,896.42 
a ee er $ 1,000,000.00 
Insurance Outstanding (Paid for Basis)..................... 174,182,033.00 
eo . fon these eineeke eu eeawyaae 22,532,896.42 
ED. caus cuitecaccegbhantéesudedtuetiseradanane 19,746,966.04 
2,104,115.59 


Assets in Excess of Liabilities for Protection of Policyholders. 
Total Paid to Policyholders and Beneficiaries since organization 15,384,874.08 


PAN-AMERICAN LIFE INSURANCE CO. | 


New Orleans, U.S. A. 


LIABILITIES 
ee eee $19,746,966.04 
Death Claims Due and Unpaid............. None 
Death Claims Reported; Proofs Not Re- 

SE aitvikelrcd ves eaiduelieanceceecews 152,343.09 
Re 75,614.59 


Bills, Accounts, Medical and Inspection Fees 


Dr. E. G. Simmons 
Vice-President and General Manager 
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LWP te MISCELLANEOUS COMMENT AND NEWS 

~n ~~ TAKEN FROM THE WEEKLY GRIST 
COL. LAYTON CHOSEN DIRECTOR Niagara Falls. The Yankee said: “Great, 
eo om At the annual meeting of the Conti- | 4in’t ait? WV ae do a a or it, 
nental Assurance of Chicago, ‘Col, Frank ee a. I, “Vor - hindes?” The 
; D. Layton, president of the National od ping ~ a te oa tae Wasiones 
os ) : sd : Yio or 1927 : siness 
— - Fire of Hartiord, was chosen as a di was $41,467,801, and Vice-President 














CEG IDLY DY 


Agents and Brokers 


have found the Union Central service so good that 
they have submitted 


Seventeen Hundred and Two Applications 


for 


Sixteen Million Three Hundred and 
Fifteen Thousand Dollars 


on the lives of Chicagoans during the first eight 
months of this year. 


Why? 
Because: 


We offer the best of service— 

The most liberal underwriting— 
(Only 3% declined business to date) 
Liberal substandard ratings— 

Low premium rates— 

Big dividends— 

Practically no lapses— 


Half of the field man’s success depends 
upon his management. 


Get with Chicago’s big Agency, backed 
by twenty years of Chicago’s most aggressive 
and successful leadership, housed in the 
world’s finest Agency quarters and be assured 
of success. 


We shall be glad to have you call or 
communicate with 


Darby A. Day 
Manager 
23rd Floor Bankers Building 
Telephone STAte 5203 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 




















rector. The Continental Assurance is 
the life insurance running mate of the 
Continental Casualty. Colonel Layton 
is chairman of the public relations com- 
mittee of the National Board of Fire 
Underwriters and is chairman of the 
executive committee of the Factory In- 
surance Association of Hartford. He is 
a director of a number of banks in his 
city. The National Fire and the Conti- 
nental Casualty people have enjoyed a 
close relationship because of the owner- 
ship of a substantial stock interest in 
the National Casualty by both com- 
panies. Charles F. Glore was elected a 
director. He is also a director of the 
Continental Casualty. He is a member 
of the investment firm of Field, Glore 
& Co. of Chicago and is a director of 
the Continental National Bank & Trust 
Co. of that city. 
PENN MUTUAL'S STRIDES 

The Penn Mutual has certainly been 
going strong this past year. To illus- 
trate its stride Editor Stuart Anderson 
at the home office tells the story of the 
zerman and Yankee who were viewing 


Hart states that this is just the begin- 
ning. 

The chief producer in volume was 
Thomas M. Scott of the home office 
agency, who wrote $2,480,000. Jame 
B. Eckenrode of the Pittsburgh agency 


led in number of lives with 296. Ralph 
G. Engelsman of New York, a new 
agency, wrote $3,483,305. H. J. John- 


son of Pittsburgh began in March and 
wrote $2,734,120. The J. Elliott Hall 
agency of New York gained $8,285,859 
over 1927 and wrote $37,088,057. John 
A. Stevenson, in charge of the hom: 
office agency, delivered $26,905,668, a 
gain over 1927 of $5,165,226. Among 
the new leaders attracted to the com- 
pany during the year were Frank H 
Davis, John A. Stevenson, Alexander 
E. Patterson, John T. Davies, Ralph G. 
Engelsman, Holgar J. Johnson and 
Allan Gates. The new supervisors to 
work between the home office and the 
general agencies were James T. Taylor 
at San Francisco, A. M. Hopkins at 
Chicago, William A. Conway at the 
home office and James A. Preston, also 
at the home office. 











SHOWS HOW INSURANCE 
AFFECTS ECONOMIC LIFE 





LINCOLN, NEB., Jan. 31.—Speak- 
ing before a recent meeting of the insur- 
ance subdivision of the chamber of 
commerce, C. Petrus Peterson, general 
counsel for the Bankers Life of Ne- 
braska and chairman of the Legal Sec- 
tion of the American Life Convention, 
declared that insurance is one of the 
most powerful factors in stabilizing 
business from the viewpoint of psychol- 
ogy, as it is in an economic way. It has 
removed from the mind of men the imp 
of uncertainty, which is as great an ob- 
stacle to progress as any real barrier in 
the way of achievement. It has ban- 
ished worry and substituted courage, 
which is the real essence of progress. It 
thus has an important influence in mold- 
ing both the social and economic life of 
a community and a country. 

A study of American business will 
convince any seeker for the truth that it 
is not money returns that prompt the 
tremendous activities in that world, but 
achievement, and it is to those results 
that insurance makes a great contribu- 
tion since it not only helps finance oper- 
ations, but creates conditions that leave 
men freer to achieve. It has aided and 
inspired the development of that indi- 
vidualism that has made the nation 
great. It goes farther; it has materially 
lightened the burdens of government by 


the relief it gives to the victims of dis- } 
care of | 


tress and calamity. It takes 
thousands where otherwise the obliga- 
tions of the government would be en- 
forced to aid. Insurance has had its part 
in lessening the populations of the poor 
houses and in making less necessary 
their operation. 


Touring Pennsylvania Field 


J. N. Warfield, president of the Eu- 
reka-Maryland Assurance, and T. J. 
Mahon, field manager, left Baltimore 
Monday on the second of a series of 
get-together meetings presided over by 
home office officials, to be held at 
Wilkes-Barre, Pa., Feb. 1. General 
agents from’ Scranton, Nanticoke and 
Pittston will attend this gathering, while 
another meeting will be held Feb. 2 at 
Hazelton, Pa., at which the agents from 
Mahonay City, Shenandoah, Lamsford, 
Nesquehonning and Pottsville will be 
present. 





MICHIGAN LEADER IN 
AMOUNT OF INCREASE 





Michigan led all the states for the 
Missouri State Life force last year based 
on increase in insurance in force. Mich- 
igan’s increase was $36,134,338. The 
12 leading states as to amount of in- 
crease last year are as follows: 

New Bus. In Force Increase 
Mich. $101,798,150 $ 62,973,268 $26,134,338 


Penna. 46,036,800 118,015,549 25,318,993 
Mo. 47,954,558 184,961,218 20,865,661 
Texas 23,480,899 89,513,477 11,669,649 
Okla 11,858,300 42,280,160 4,711,190 
Illinois 12,125,250 52,252,887 3,678,347 
Calif. 9,251,650 27,658,893 3,454,716 
Tenn. 7,553,315 23,335,382 3,249,146 
N. Car. 4,613,302 12,073,707 2,552,802 
N. Mex. 3,003,146 6,646,045 2,318,146 
Hawaii 3,028,500 9,163,606 2,104,400 
Wash. 3,987,871 11,567,207 1,895,535 


TRAVELERS NAMES NEW 
ASSISTANT SECRETARIES 





The Travelers has elected Dudley 
Gray and Ralph L. Smith to new _ posi- 
tions as assistant agency secretaries 10 
the life department. 

Mr. Gray joined the Travelers in 1914, 
and before going to the home office in 
1917, served in various capacities in sev- 
eral branch offices. Since 1923 he has 
been assistant superintendent of agen- 
cies, life, accident and group depart- 
ments. ; 

Mr. Smith joined the Travelers in 
1916 as a special agent in the Philadel- 
phia branch office, and in 1920 was called 
to the home office as an agency assist- 
ant, life, accident and growp depart- 
ments.’ Since 1925 he has been assist- 
ant superintendent of agencies. 


Name Sales Congress Chairman 


Henry H. McBratney, general agent 
in Baltimore for the State Mutual Life, 
has been appointed general chairman 0! 
the sales congress of the Maryland and 
District of Columbia life underwriters, 
which will be held in Baltimore early 
in May at a date to be decided later. 


Williams in Florida 
Charles F. Williams of Cincinnat!, 
vice-president of the Western & South- 
ern Life, is in Miami, Fla., preparing 
for a fishing cruise through the Florida 
keys. He expects to spend the winter 
months in Miami. 
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VICTORY LIFE SCHEDULES 
REGIONAL CONFERENCES 





HOME OFFICE MEN TO ATTEND 





Producers of Chicago Company Will 
Gather in Columbus and Balti- 
more for Meetings 





The Victory Life of Chicago will hold 
regional conierences in Columbus, O., 
Feb. 5-6 and in Baltimore Feb. 8-9. 

The conference at Columbus will in- 
clude the managers in Ohio, Michigan 
and Indiana. ‘The conference at Balti- 
more will include managers from New 
York, New Jersey, Maryland, District 
of Columbia and Virginia. 

Several home office officials will be 
present at each of these conferences. 
Ihe programs follow: 


COLUMBUS, 0O., PROGRAM 
Tuesday, Feb. 5 


Greetings, C. G. Valentine. 
“Members of Victory’s Family and 
Their Responsibilities,” President An- 


thony Overton. 
“Our Work of Last Year, 1928,” J. E. 
Stamps, manager of agencies. 
“1928 in Detroit,” A. B. Chennault. 
“Problems I Have in Indianapolis,” W. 
V. Casey. 
Round Table, 
bard. 


opened by J. E. Hub- 


Wednesday, Feb. 6 


“The Business Outlook for the New 
Year,” President Anthony Overton. 

“Our Program for 1929,” J. E. Stamps, 
manager of agencies. 

General discussion of above subjects, 
opened by C. P. Collum. 

“Effective Ways of Saving Business,” 
Cc. G. Valentine. 

Round Table—Analysis of the mana- 
ger’s job—Opened by W. V. Casey. 


BALTIMORE PROGRAM 
Friday, Feb. 2 


Greetings, H. C. Brown. 

“Members of Victory’s Family and 
Their Responsibilities,” President An- 
thony Overton. 

“Our Work of Last Year, 1928,” J. E. 
Stamps, manager of agencies. 

“1928 in New Jersey,” W. H. Hollo- 
way. 

“Problems I Have in Brooklyn,” A. J. 
Parsons. 

Round Table, opened by L. L. Foster. 


Saturday, Feb. 9 


“The Business Outlook for the New 
Year,” President Anthony Overton. 

“Our Program for 1929,” J. E. Stamps, 
manager of agencies. 

General discussion of above subjects, 
opened by J. B. Neblett. 

“Effective Ways of Saving Business” 
(Conservation), L. W. Thornton. 

Round Table—Analysis of the mana- 
ger’s job—Opened by H. C. Brown. 


Metropolitan Life Dividends 


Dividends aggregating $77,138,725 will 
be distributed to policyholders of the 
Metropolitan Life during 1929, Haley 
Fiske, president, announces. This total 
was reached with the further declara- 
tion of $21,811,000 of dividends for ordi- 
nary policyholders at the last regular 
meeting of the directors. The 1929 divi- 
dends bring the total dividends paid or 
credited to date by the Metropolitan, 
in all departments, to approximately 
$450,000,000. 

Classified according to groups, the 
dividends to be paid during the current 
years are as follows: Ordinary divi- 
dends, $39,213,500; industrial dividends, 
$36,953,000, and accident and health 
dividends, slightly less than $1,000,000. 


Tushingham to Tour Agencies 


Charles A. Tushingham, educational 
director of the Provident Mutual Life, 
will begin Feb. 6 an educational tour 
of agencies that will continue through 
eb. 22, On the same tour he will ad- 
dress the life underwriters’ associations 
in Johnstown, Pa., New Castle, Pa., 
etroit, and Greensboro, N. C. He will 
Visit agencies in the following cities on 
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Cleveland, Feb. vs Detroit, Feb. 8; In- 
dianapolis, Feb. 9; Cincinnati, Feb. 11; 
Lexington, Feb. 12; Louisville, Feb. 13; 
Nashville, Feb. 14; Birmingham, Feb. 
15; Atlanta, Feb. 16; Spartanburg, Feb. 
18; Greensboro, Feb. 19; Norfolk, Feb. 
20; Bluefield, Feb. 21; Richmond, Feb. 


George E. Gallagher Advanced 


Announcement is made of the appoint- 
ment of Georee E. Gallagher as assist- 
ant secretary of the National Life U. 
S. A. This appointment comes as recog- 
nition of long and capable service. Mr. 
Galagher started with the National Life 

. S. A. as a boy 22 years ago and has 
steadily worked his way up through the 
various departments. He has proven 
himself especially capable in home office 
management problems. 


F. H. French and F. W. Persons 


Fred H. French, general agent of the 
Northwestern Mutual Life at Salt Lake 
City, Utah, has resigned to return to 
Milwaukee as a personal producer in the 
home office agency. He is succeeded in 
Salt Lake City by Frank W. Persons 
as general agent for Utah. Mr. Persons 
= formerly district agent at Boulder, 

oO. 





Home Office People Trained 


F. S. Kattell, actuary of the Lincoln 
National Life, and R. G. Stagg, assistant 
actuary, have resumed instruction in 
their classes of life insurance after the 
recent home office convention activities. 
These classes are composed of employes. 

The classes conducted by Mr. Kattell 
are those for advanced students and 
take up the science of life underwriting, 
rate making, and the various mathemat- 
ical phases of the business. 

The group under the direction of Mr. 
Stagg takes up the principles of life in- 
surance. This forms an excellent ground 
work for further study as well as ac- 
quainting the students with the funda- 
mentals of the work in which they are 
engaged. The classes are conducted in 
university style; with lectures, discus- 
sions and examinations. 





F. W. Du Bose 


F. W. Du Bose, who was formerly 
agency supervisor of the Reliance Life 
in Chicago in charge of the Illinois de- 
partment, is now supervisor in Kentucky 
with headquarters at Louisville. Mr. 
Du Bose is a southern man and was 
formerly in Florida and later at Bir- 
mingham, Ala. 


Reah Sadowski’s Debut 


Reah Sadowski, daughter of Sam Sa- 
dowski of the home office agency of the 
Western States Life at San Francisco, 
makes her professional debut as a pian- 
ist Feb. 5 in the Scottish Rite audito- 
rium in her city. This young girl has 
made rapid progress as an artist. She 
was born Dec. 17, 1915, and at the age 
of 9 she played a Mozart concerto with 
Max Dolin’s California theater orches- 
tra. She has been a soloist on different 
occasions with the Pacific Musical So- 
ciety, the British Overseas Club, the 
Hadassah Club and school entertain- 
ments. She has played the accompani- 
ment for her father at Western States 
Life gatherings when he manipulated 
his violin. In 1927 she won all the 
honors, medals and a grand piano in a 
et sponsored by the San Francisco 
“ a .” 


Consistent Weekly Production 


W. Frost Moore of the Baltimore 
agency of the Missouri State Life has 
produced business for 104 consecutive 
weeks without a break. This is two 
years of weekly production. He started 
with the company two or three years 
ago after a number of years’ experience 
with an agency in Baltimore writing all 
lines except life. He became manager 
of the life department for J. Ramsey 

















Barry Company, an agency in Balti- 





the dates given: New Castle, Feb. 7; 


more. 

















INTERESTED? 


1. POLICY PROCEEDS earn 5% 


interest. 


2. ACTUAL RESULTS show very 


low cost. 


3. ALL PERMANENT PLANS, 
ages 15 to 65. 


4. A PARTNERSHIP PLAN of 
building an agency. 

5. FREE MEDICAL EXAMINA- 
TIONS for policyholders. 


6. JUVENILE CONTRACTS, 


ages one day to 14 years. 


7. NODEATH CLAIM EVER 
CONTESTED OR COMPRO. 
MISED. 


8. SINGLE PREMIUM 2-YEAR 
ENDOWMENT for investment. 


9, GUARANTEED LOW COST 
SPECIAL, in amounts of $5,000 and 


upward. 


10. GENERAL AGENCY oppor- 
tunities in Illinois, Indiana, Michigan, 
New Jersey, Pennsylvania, Virginia, 
West Virginia, Iowa and California. 





Give full details with reference to past 
experience, and state plans and territory 
wanted. 


THE MIDLAND 
MUTUAL LIFE 
INSURANCE CO. 


Columbus, Ohio 


“Its Performances Exceed Its Promises’’ 
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— COMPANIES REPORT 
SPLENDID GAINS 


(CONTINUED FROM PAGE 5) 

TOMORROW’S GENERAL AGENT reinsurance), industrial $206,501, ordi- 
nary $53,977; matured endowments, an- 

nuity payments, and dividends to policy 


? ' : : , holders, $41,667, other disbursements 
will have had organization experience in some large $1,269,866, total disbursements $1,572,- 


agency. 011. i 
; ; _The excess of premium income over 
A leading Chicago agency for a rapidly expanding disbursements was $1,117,234. The 
old Eastern Company is offering to some young sales- total assets of the company are $8,043,- 
. Pa ° : ¢ 413. The capital and surplus are 

man a Scholarship in such work in the form of a posi- $1,700,000. 
tion as SUPERVISOR. This man will assist in the Since its formation in 188% the com- 


training of new agents, and build his own unit. A good pany has grown steadily each year, and 
the officers of the company anticipate 


salary and commissions will be paid, compensation to — e 2 
‘ ? P ° even greater prosperity this year than 
increase with results obtained. in 1928. 


A Chicago man is preferred. New England Mutual Life 


You, or the man you recommend, will receive In 1928 the New England Mutual Life 
careful consideration. Applications from our ow - Semneneted, She Congest Saemere Se 
sas BS tii a suppeeet own men history. The insurance paid-for was 
invited. Write stating full experience and qualifica- $143,573,589, the average policy being 
tions, to I-8, The National Underwriter. $5,569. The total insurance in force 
was $1,113,810,563, of which $90,547,161 
was added during the past year. 
Notwithstanding the very large in- 
crease of the amount in force, both the 
insurance surrendered, and the insurance 
lapsed for non-payment of premiums, 

















THE FRANKLIN LIFE 
Springfield | INSURANCE COMPANY Ilinois 








January 1, 1929 








ASSETS LIABILITIES 
$26,393,704.26 Total Liabilities to Policy- 
holders and Others...... $25,118,260.05 
Capital and Surplus....... 1,275,444.21 
$26,393,704.26 $26,393,704.26 


Paid to Policyholders and Beneficiaries Since 


RENE neccceuiesincsecavivecdascenewund $33,101,347.21 
Ei SON bcccdseneaseeenessesaesecwenan $24,427 494.00 


Insurance in Force 
1919—$70,586,248.00 
1921—$120,754,072.00 
1923—$135,155,185.00 
1925—$160,393,555.00 
1927—$191,560,326.00 
1929—$212,229,175.00 


Trebled in Size in Ten Years! Good Line of Policies! 


Good Open Territory !—Grow Up with This Company 




















were reduced; while the business of the 
company was conducted at a lower ex- 
pense ratio than for many years. 

The total payments to policyholders 
were $22,770,100, an increase of $1,615,- 
986. Death claims were incurred of $8,- 
813,675, an increase of $1,220,617. The 
amount voted for payment as dividends 
in 1929 was $9,500,000, which was 
$650,000 more than for the previous 
year. 

Its assets are $219,028,990, increase 
$18,252,224; general surplus $14,847,369, 
an increase of $1,585,795. 


Abraham Lincoln Life 


The Abraham Lincoln Life of Spring- 
field, Ill., shows assets of $2,968,491.82, 
increase $2,780.49, capital $200,000, net 
surplus $131,799, surplus to policyhold- 
ers $359,805, increase $1,071, insurance 
in force $23,674,084, increase $1,446,081, 
accident and health income $505,445, in- 
crease $114,350, total income $1,356,819, 
increase $172,266. The company had a 
very good year in every particular. 


Nebraska Companies’ Reports 


The Lincoln Liberty Life, Lincoln, 
Neb., closed the year with $18,188,000 
in force, an increase of $2,048,000; pre- 
mium income, $615,827. 

The Bankers Life of Nebraska shows 
new and revived issues $15,912,000, an 
increase of $400,000; insurance in force, 
$132,974,659; premium income, $3,928,- 
000; total income, $5,654,758. 

The Home Guardian Life of Lincoln 
reports new business, $1,876,000; insur- 
ance in force, $3,020,500; premium in- 
come, $64,400; total income, $113,870. 

The Old Line of Lincoln had new 
business, $6,138,000; insurance in force, 
$28,900,000; increase over previous year, 
$1,900,000; premium income, $897,000; 
total income, $1,074,000. 


Southeastern Life 


The Southeastern Life of Greenville, 
S. C., in its annual statement shows 
assets $3,652,536, capital and surplus 
$299,668, insurance in force $40,124,274. 
It passed the $40,000,000 mark in in- 
surance in force this year which was a 
goal that it had set in March. Its 
new business last year amounted to $13,- 
267,000. 

The annual statement of the Conti- 
nental Life of St. Louis shows $97,132,- 
553 insurance in force; admitted assets 
of $14,332,410.55; $500,000 capital; $478,- 
239 surplus unassigned and $247,668 as- 
signed for policy dividends. 


North American Reassurance 


The North American Reassurance of 
New York in its annual statement shows 
assets of $9,112,961, capital $1,000,000, 
net surplus $1,077,904, reinsurance in 
force $159,457,000. The North American 
is a large reinsurance company having 
very valuable connections throughout the 
country. It has a particularly able home 
office staff headed by President Law- 
rence M. Cathles. The North American 
is well managed and is very strongly 
financially ballasted. Its scope has been 
increased and its connections multiplied 
until it has a wide distribution of busi- 
ness. 

Northwestern National Life 


Evidence of growth and expansion in 
all phases of the company’s operation 
and rigid adherence to approved under- 
writing practices are shown in the re- 
port of the directors of the Northwestern 
National Life of Minneapolis, made by 
President O. J. Arnold. Total paid-for 
business in 1928 was $64,119,449, as 
against $57,002,097 in 1927, an increase 
of 12% percent. The total paid-for in- 
surance outstanding amounted to $288,- 
168,909, an increase of 12 percent. Pre- 
mium income on new business was $1. 
479,638 as against $1,196,195 for 1927, 
an increase of 23 percent. For the first 
time the income during a calendar year 
crossed the $10,000,000 mark. For 1928 
it was $10,008,012, and exceeded the in- 
come for 1927 by $1,191,378. The pre- 
mium income for the year was in excess 
of $7,750,000. The income from invest- 
ments amounted to $1,614,297. It ex- 
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ceeded by a substantial amount the total 
of the death and disability claims. 

The profits paid policyholders dur- 
ing the year reached a new high total 
of $1,257,229. This is exclusive of dis- 
ability benefits, matured endowments, 
surrendered values, etc., paid to living 
policyholders and which amounted to 
$992,731. 

During the year there was paid to the 
beneficiaries of deceased policyholders 





$1,378,168 and to living policyholders 
$2,249,960. Payments to living policy- 
holders were more than 60 percent 


greater than the death claims during the 
year. 
Investment Schedules 

The report stresses the fact that in 
making investments the company has 
endeavored to maintain a proper bal- 
ance between long and short time securi- 
ties so that it may be prepared to meet 
any new conditions. Despite the sharp 
decrease in investment returns in the 
United States during the past few years 
the gross interest rate earned on in- 
vested assets in 1928 was 5.39 percent. 
A mortality experience in 1928 of 46.78 
percent is shown. The report attributes 
this favorable record to several factors: 
‘care in selection, the high character of 
the members of the agency organization 
and their ability as life underwriters, the 
healthful territory in which the company 
operates, the policyholders’ health serv- 
ice and the expansion of the company’s 
business.” 


Ohio National Life 


In its annual statement the Ohio Na- 
tional Life shows assets of $9,913,369, 
gain $1,155,085, capital $500,000, net sur- 
plus $325,000, insurance in force $73,105,- 
666, increase $3,014,905. There was 
$12,000 increase in surplus. The state- 
ment shows $1,169,094 excess of income 
over disbursements. 

Final figures from the Travelers show 
the total amount of life insurance in 
iorce Jan. 1 was $4,494,108,341, and the 
total of new life insurance paid for in 
1928 was $975,716,447. The total pre- 
mium income for new life insurance paid 
ior during the year was $99,775,848. 

Phoenix Mutual Life 


The annual statement of the Phoenix 
Mutual Life shows the assets are now 
over $126,000,000 with an excess of more 
than $7,200,000 above all liabilities. This 
represents an increase in assets of about 
$13,350,000. The income was $30,947,000. 
rhe total insurance in force is now well 
above the half billion mark, being 
3544,790,819. 

President Archibald A. Welch said in 
part: “It is well known that more life 
annuities are bought than are sold, be- 
cause those who are in a position to 
purchase them generally make their own 
investigations and reach their own de- 
cisions. In 1928, alone, there was de- 
posited with this company over $4,500,- 
000 in single premiums paid in cash tor 
lite annuities, representing in many 
cases, a large proportion of the capital 


lunds of the investors. This amount, 
34,500,000, is more than the entire re- 
serves held by the company only five 


years ago on account of all the life an- 
uities which had been bought prior to 
that time. The present reserve has 
gfown in five years from a little over 
*4,000,000 to more than $16,700,000. 

“In 1922, although dividends were be- 
ng distributed at the rate of almost $2,- 
000,000 a year, the total accumulation of 
dividends left on deposit with the com- 
pany from previous years amounted to 
only about $3,200,000. But from 1922 
until the present time, when the divi- 
dend distribution reached a total of $16,- 
145,000 the policyholders voluntarily in- 
creased the portion left with us for in- 
vestment. The total accumulated divi- 
dends now on deposit with the company 
IS $8,016, 770—an increase of almost $5,- 
000,000 since 1922.” 

_ Mr. Welch brought out the interest- 
ing and startling fact that during 1928 
accidents alone caused twice the amount 
% claims that arose from that cause in 
1927, He also noted a general improve- 


ment in the conditions of the farming 


better than they have been at any time 
since the deflation of farm values fol- 
lowing the war.” 

President William A. Law of the 
Penn Mutual Life in presenting its an- 
nual report shows new paid-for insur- 
ance was $257,264,845. The total insur- 
ance outstanding is $1,833,911,610, under 
457,943 policies. The assets have reached 
$400,396,422, and its surplus reserves are 
$30,036,922. The total paid to policy- 
holders and their beneficiaries was $42,- 
636,950, which includes $17,894,656 of 
death claims, and $24,742,294 paid to 
living policyholders. Dividends paid to 
policyholders were $13,801,705, and $15,- 
200,000 has been set aside for dividends 
to policyholders in 1929. Total pay- 
ments of all kinds to policyholders and 
beneficiaries since organization in 1847 
are $599,189,361. The total receipts in 
1928 were $89,126,104. Among the as- 
sets are $196,044,689 of mortgages and 
ground rents, which are first liens. U 
S. Government and other bonds 
$115,155,255. 


are 


Pan-American Life 


statement of the Pan- 
shows assets of $22,532,- 
surplus $2,104,116, 
insurance in force 
$174,182,033, total paid to policyholders 
since organization $15,384,874. The Pan- 
American is built solidly on a financial 
rock that sinks deeply into the economic 
structure. It is a well managed insti- 
tution. 


The annual 
American Life 
896, policyholders’ 
capital $1,000,000, 


C. OF C. COMMITTEE WILL 
PICK SMITH’S SUCCESSOR 


WASHINGTON, Jan. 30.—A special 
committee to make recommendations for 
a successor to Harry A. Smith of the 
National Fire of Hartford as a member 
of the board of directors of the United 
States Chamber of Commerce was ap- 
pointed at the regular meeting of the 
board last week, and is expected to re- 
port in the near future. Considerable 
time was devoted to a discussion of a 
successor to Mr. Smith, and it is under- 
stood that a name was tentatively agreed 
upon but it was found that the appoint- 
ment of the man selected would violate 
a by-law prohibiting more than three 
men from any one section of the coun- 
try to be represented on the board. 

It is not anticipated that the special 
committee will delay its report until the 
board meets again in March, but it is 
possible that the man chosen will be 
reported to the executive committee, 
which has authority to fill vacancies 
under conditions which now exist. On 
the other hand, according to officials of 
the chamber, it is possible for the com- 
mittee to make its report to the board. 
which then can take a vote by mail, if 
deemed desirable. 


NORTHWESTERN AGENT 
MAKES UNUSUAL RECORD 


C. A. Phelps, agent for the North- 
western Mutual Life at New Berlin, N. 
Y., has just completed an unusual rec- 
erd for continuous production, in that 
he has completed 100 consecutive 
months, with a production of $25,000 
paid-for or over. This means a pro- 
duction also for 421 consecutive weeks. 
During the 100 months of his con- 
secutive production, he has averaged 
11 1-3 lives monthly. 

If Mr. Phelps had not missed in Feb- 
ruary and August of 1920, he would 
have completed 10 years of consecutive 
monthly production in excess uf $25,000, 
on Dec. 31, 1928. 

Other outstanding records made by 
Northwestern Mutual agents at the close 
of 1928 include six years of consecutive 
monthly production, in excess of $25,- 
000, excepting one month in 1924 for 
W. H. Gage of Detroit; five consecutive 
years excepting one month in 1924 for 
E, L. Scholes, also of Detroit; five con- 
secutive years excepting one month in 
1924 for E. H. Earley, Brooklyn, N. Y., 

and five full years and eight months in 





localities of the west, saying “They are 
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“Announcement! 


In accordance with its policy of progressive 
development The Ohio National Life Insur- 
ance Company, Cincinnati, Ohio, will add to 
its attractive line of non-participating policies 
a complete line of 


Participating Policies 


The complete line of participating policies 
will be ready for issuance on February 15, 
1929. The rates and dividends on these poli- 
cies carry out the Ohio National’s record for 
low net cost insurance. 


Agents wanted in Ohio, Indiana, Illinois, 


lowa and Nebraska. 
lor information write: 
The Ohio National Life Insurance Co. 
Cincinnati, Ohio 


T. W. Appleby, President. 
E. E. Kirkpatrick, Supt. of Agencies 



























































“Mr. and Mrs. Jenks play a fine game of bridge, don’t they?” 
**Yes, and Joe ‘goes game’ every day in business, too, with 





$23 for B. J. Stumm of Aurora, IIl. 





Reliance Life Perfect Protection as trump’.”’ 
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Effect of a Tax Increase 


Tue Ohio legislature in increasing the 
tax on foreign companies from 2% per- 
cent to 3 percent finds that in attempt- 
ing to increase the revenue of the state, 
its enactment proved a boomerang. In 
the first place, as the new governor, 
Myers Y. Cooper, points out, no revenue 
has yet been received, as the insurance 
companies attacked the retroactive fea- 
tures of the measure. Ohio has not been 
benefited so far by this measure. 

Furthermore, it has done much to in- 
crease the tax outgo of its own com- 
panies. The retaliatory laws have fallen 
especially hard on the life companies of 
the state, of which Ohio has a number. 
Governor Cooper was quick to sense the 
injustice to domestic institutions. He 
very plainly stated in his annual mes- 
sage that it is an undue burden. He, 
therefore, recommends that the legisla- 
ture promptly repeal its action and re- 
store the original 24% percent. 

Insurance companies do not object to 
proper taxation. They realize the fact 
that they must bear their share of pub- 
lic expense. They do declare, however, 
that it is an injustice to be singled out 
and placed on a different tax basis than 
other corporations, 

The Columbus “Citizen” in referring 
to this tax legislation says: 

“Conceived wholly as a revenue pro- 
ducer and passed in the closing days of 
the 87th general assembly after insur- 


What Time 


WE recall very clearly how back in 
the Armstrong investigation days, many 
supposedly wise observers felt that to do 
away with tontine or. deferred dividends 
would be to bring about the end of the 
life insurance business itself. The edi- 
tor of “Insurance” at that time criti- 
cised this paper for an article hailing 
the new day and said in effect that it 
was the tontine principle which had 
kept the life insurance business alive 
because it appealed to the selfish in- 
stinct, and no great mass of people 
could be induced to insure their lives 
for the benefit of others. This was the 
opinion that was rather widely held 
among those who had been through the 
storm and stress of earlier days, in- 
cluding the early failures. It was the 
fashion to take a pessimistic view of 
life insurance, possibly because of the 
unfortunate early history of the busi- 
ness. Life insurance was not in good 
repute on the whole, and naturally life 


ance companies had been denied a hear- 
ing by the legislative committee having 
charge of the bill, it has failed to pro- 
duce any revenue. On the contrary the 
supreme court has declared the law un- 
constitutional so far as it relates to the 
collection of the tax on 1926 business 
and has ordered that $1,039,455 collected 
by the state shall be returned to the 
companies. 

“Further, the companies now have a 
suit pending in supreme court for the 
return of practically the same amount 
collected on 1927 business. This money 
has been impounded and its disposition 
awaits the decision of the court. 

“So, in the passage of the law the 
state has accomplished nothing so far 
as an increase in revenue is concerned. 
But it has succeeded in increasing the 
amount of premiums every holder of a 
life insurance policy in the state is pay- 
ing, This is due to retaliatory laws of 
other states which impose a tax on Ohio 
companies equal to that paid by foreign 
companies in Ohio. 

“In taxing these companies at 3 per- 
cent of their earnings in the state, Ohio 
imposes the highest tax of any state. 
Even at 2% percent the rate is higher 
than the average of other states. The 
tax even now is imposing hardships on 
insurance companies, which pay 15 per- 
cent of the entire running expense of 
the state.” 


Has Shown 


insurance men themselves felt the stigma 
and were lowered in their own estima- 
tion. 

One of the greatest causes for the 
low standards was rebating, which took 
the heart out of the agent. With re- 
bating on the one hand and deferred 
or tontine dividends on which no ac- 
couting was required on the other, the 
whole integrity of the business was af- 
fected, and there was good room for 
the cynical remark that to do away with 
the gambling element would be to kill 
the goose itself. 

After the Armstrong investigation 
came the forward movement, and this 
year of 1929 we are to see the first hun- 
dred billions of American life insurance 
in force. . 

A study of the past 25 years in Amer- 
ican life insurance as well as in Ameri- 
can business life, is helpful and en- 
couraging to all who are in the busi- 


ness. 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





What has become of yesterday’s 
heroes of the war? Well, today some 
of them are in the insurance business. 
One of them is Sgt. Michael B. Ellis, 
28th infantry, first division. Sergeant 
Ellis is one of a not very large group of 
possessors of the highest military honor 
the United States bestows, the Congres- 
sional medal which bears, excepting for 
the name of its recipient, only the simple 
legend, “For Valor.” Sergeant Ellis is 
now a member of the staff of the A. Van 
Goldman oidinary agency of the Pruden- 
tial, Chicago, which recently moved into 
new quarters in the Insurance Exchange. 
For some years Sergeant Ellis, whose 
valorous exploit was the single-handed 
capture of 10 machine guns and their 
crews in four separate raids in one day, 
was in the printing business in East St. 
Louis. He arrived in Chicago about 
three years ago and went into the em- 
ploy of the Commonwealth Edison Com- 
pany, leaving his position with that cor- 
poration to join the Prudential. 

Dr. J. W. Wear, medical director of 
the National Fidelity Life, has left for 
a two weeks’ stay on the Pacific Coast. 
Dr. Wear with E. G. Choteau, Pacific 
Coast manager of the company, will 
visit all the company agencies in Cali- 
fornia. 

Opie R. Carter, Shreveport, La., took 
up his new duties this week as super- 
visor at large for the New York Life. 

Mr. Carter, who was formerly an 
agency director, will make his headquar- 
ters in Des Moines to have jurisdiction 
over the Iowa agencies and those in 
nearby states. 


P. H. Roos, representative of the Do- 
minion Life in its own home town of 
Waterloo, Ont., wrote over $1,000,000 of 
business in 1928, for the third consecu- 
tive year. Mr. Roos was formerly sec- 
retary of the company. 


President Isaac Miller Hamilton of 
the Federal Life of Chicago, who at- 
tended the agency convention at Holly- 
wood, Fla., last week, will remain in 
the state during the winter. From the 
home office there went to the conven- 
tion in addition to President Hamilton, 
Vice-president George Barmore and E. 
C. Budlong, Secretary W. E. Brimstin 
and Treasurer O. E. Merley. 


While George H. White, general agent 
at Niles, O., for the Ohio State Life, 
was convalescing from a recent illness 
he sent out some letters to the small 
children who were ill in their homes. 
With the letter he sent a small present 
and said he hoped it would help pass 
the time away until the child could get 
out. He also enclosed a folder describ- 
ing an insurance saving plan which he 
requested the parents to read. The re- 
sults of the mailing were gratifying. 


John D. Fuller, one of the best known 
life insurance men in central Nebraska, 
is dead as the result of injuries received 
when his automobile went into the ditch 
as he was trying to pass a road grading 
machine the night of January 23. Mr. 
Fuller lived in Hastings and was dis- 
trict manager for the Union Central 
Life. He was 55 years old. 


Andy Gump, Detroit Life insurance 
man, is very proudly displaying his lat- 
est communication from Andy Gump, 
the cartoon character, these days. It is 
a snowball of holiday cheer, being rolled 
up by Andy’s whole family. The real 
Mr. Gump has offices in the First Na- 
tional Bank building in Detroit and spe- 
cializes in insurance consultation work. 

Mr. Gump, the insurance man, says 
Mr. Gump the comic character has been 
a benefit rather than a drawback to his 
business success. “Mine is the best 
known name in the insurance business 
in Detroit,” Mr. Gump claims. “And 


I’ve spent thousands of dollars capital- 


izing it. 

“But Il have to be careful. When I 
applied for a hunting license some 
months ago the newspaper boys got 


hold of the application and nearly every 
paper in the country printed a story 
that Andy Gump was going hunting. 
For weeks my friends kidded me about 
knocking off work, and all that.” 


S. B. Love, manager at Richmond jor 
the Mutual Life of New York, will de 
liver a lecture Feb. 4 before the class 
in economics at the University of Vir- 
ginia. His subject will be “Life Insur- 
ance and the State.” He has been lec- 
turing before this class for several years, 
delivering one lecture in the winter ses- 
sion and another in the summer ses- 
sion, 

Alec Cowen, manager of the New 
York uptown office of the Phoenix Mu- 
tual Life, accompanied by Mrs. Cowen, 
has been vacationing on the Pacific 
Coast. While in San Francisco Mr. 
Cowen spent some time with Clarence 
W. Peterson, manager of the local of- 
fice. Mr. and Mrs. Cowen are return- 
ing to New York via the Panama Canal. 


—_— 

Erastus J. Carter, insurance commis- 
missioner of Maine from January, 1915, 
‘until he resigned in December, 1927, died 
at his home in Rockport, Me., Sunday, 
.aged 69. Mr. Carter had been a local 
insurance agent in Stoningham, Me., for 
40 years. 


— 

Clifford L. McMillen, home office gen- 
eral agent for the Northwestern Mutual 
Life at Milwaukee, and Mrs. McMillen 
will leave Milwaukee Feb. 11 for a 
month’s visit to the West Indies, South 
America and the Canal Zone. 


—_— 

Charles A. Hewitt, well known in days 
gone by as a prominent insurance jour- 
malist, who came into the limelight espe- 
cially when he was editor of the “Insur- 
ance Post” of Chicago, died suddenly in 
New York City last week. He was a 
native of Connecticut, having been bort 
Oct. 14, 1863. In his heyday time he 
was the most brilliant writer in the in- 
surance newspaper field. He was a man 
of striking ability and vast memory in 
which was stored facts of all sorts. He 
could quote poetry, extracts from the 
classics and the scriptures, retaining in 
his mind paragraphs of the best litera- 
ture of the ages. He joined the “Stand- 
ard” of Boston in his early twenties. 
Then he migrated to the west ‘where he 
worked on_ the “Investigator” and 
‘Argus” of Chicago. He established the 
“Insurance Post” in 1892. He moved to 
New York in 1907 and established “In- 
surance Truth,” which had a brief and 
uneventful career. 


Ernest W. Owen, manager Sun Life 
of Canada in Detroit, was presented 
with 111 life insurance applications to- 
taling $780,000 in written business by 
37 of his agents last week on the occa- 
sion of his birthday. Extra pressure 
was put on by the men, who participated 
in this presentation, making it possible 
for them to write all the business dur- 
ing the week preceding Mr. Owen's 
birthday. 


Milton L. Woodward, general agent 
for the Northwestern Mutual Life 7 
Detroit, was the main speaker at a bat 
quet given to Columbus, Ohio, bankers 
and trust company officers by the Co- 
lumbus Life Underwriters Association 
this week. 

Mr. Woodward is scheduled to talk 
before the Toronto Life Underwriters 
Association Feb. 21, his subject to be 
“The Trail Has Been Blazed for the 
Life Insurance Salesman of Today. 
Mr. Woodward’s ability as a speaker 
as well as an agency organizer is Te 
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ternity, having devoted much of his time 
n the work of educating men for the 
life insurance business. 


Louis A. Warren, . depeter of the Lin- 
coln historical research foundation of 
the Lincoln National Life, has been to 
Battle Creek, Mich., where he delivered 
an address on the subject of Abraham 
Lincoln’s youth. Mr. Warren’s services 
are in great demand throughout Indiana 
and neighboring states. Last week he 


delivered an address in Anderson, Ind., 
before the Madison County Historical 
Society on “The Young Lincoln.” 


Darby A. Day, Chicago manager of 
the Union Central Life, is at his office 
again this week following two weeks in 
hospital with an attack of appendicitis. 


weak he is otherwise in good health and 
is recuperating papeaiy. 


Edward. C. Hintzpeter, son of Herman 
Hintzpeter, Chicago manager of the 
Mutual Life of New York, was married 
to ‘Bernice Wieland last Saturday at the 
Wieland home in Wilmette. The new- 
lyweds left immediately for a motor 
tour of the south and the Pacific Coast. 
They will return to Chicago about the 
first week in March. 


Griff Johnson, veteran vice-president 
and head of the investment department 
of the Equitable Life of Iowa, has issued 
a booklet, entitled, “The Right Type 
of an Appraiser’s Report.” The con- 
tents contain parts of an address deliv- 
ered before the farmers’ short course in 


Although the illness left him somewhat | soil surveys at Iowa State College. 
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PERSONS GETS PROMOTION |OTTO J. HEBEL IS IN CHARGE 


Succeeds Fred French as General Agent 
for Northwestern Mutual at 
Salt Lake City 


of the Northwestern 
announced that Frank 
agent for the com- 
Colo., for several | 


The home office 
Mutual Life has 
W. Persons, district 


pany at Boulder, 


| Clinton F. McCord Retires as General 


eral 


| his personal interests. He 


years, has been appointed general agent 
at Salt Lake City, Utah. He will suc- 
ceed Fred French, who will return to | 





FRANK W. PERSONS 


; tee ot 


Agent of the Penn Mutual 
at Newark, N. J. 


Clinton F. McCord has retired 
agent of the Penn Mutual 
| Newark, N. J., but continues as a trus- 
the company. He has desired 
time to give his attention to 
has been con- 


as gen- 
Life at 


tor some 


nected with the Penn Mutual for more 
than 30 years. The office has been 
placed in charge of Otto J. Hebel as 


| tual in 








| 


| of the 


manager. He went with the Penn Mu- 
1904 as a clerk in the actuarial 
department. In 1922 he was transferred 





to Newark as office manager. He has 
been very efficient in his work. 
J. Walker Godwin 

J. Walker Godwin, genera! agent of 

the Penn Mutual Life at Minneapolis, 

has resigned in order to give all his 

time to personal production. Jeon W. 


LaBounta, general Kewanee, 


Ill., succeeds him 


agent at 


Ray R Dieden 


Ray R. Dieden of Kokomo, Ind., who 
proved himself to be one of the leading 
producers in the L. D. Fowler agency 
Connecticut Mutual in 1928, has 


| been appointed agency organizer for the 


| Kokomo region. 
| considerable 


| ager for the 
| Kokomo, 


Milwaukee to ‘devote his time to per- | 
sonal production. 
Mr. Persons has been with the 


Northwestern Mutual Life as an agent 
for 20 years. He was born in the east, 
but went west many years ago and 
through his activities as a banker, in- 
surance man, and civic leader, he has 
aided greatly in the development of 
Boulder and the surrounding area. 

Mr. French joined the Northwestern 





Mutual Life at the home general agency 
at Milwaukee, where he made a gooc 
record as a personal producer. He 
wished to return to his former home, 
and asked that he be relieved of the 
general agency. He will be associated 
with the Clifford L. McMillen general 
agency in Milwaukee. 
R. H. Faxon 
The John Hancock Mutual Life, 


whch has just entered Colorado, has es- 
tablished a general agency at Denver 
with R. H. Faxon as general agent. 

, Mr Faxon has long been prominent 
i« the business circles of that city, and 
has been extremely active in all civic 
matters. The John Hancock state head- 
quarters will be at 509 Seventeenth 
SMreet, Denver. 


Mr. Dieden has had 
experience along this line. 
became associated with the 
Mutual, he was sales man- 
Pennell Auto Company of 
Ford and Lincoln distributors. 

Mr. Dieden has an exceptionally fine 
field in which to conduct his new work, 
for it embraces such cities as Logans- 


Before he 
Connecticut 





| port, Lafayette, Peru, Tipton, Frank- 
| fort and Delphi. 
R. L. Shade 
The Register Life of Iowa has ap- 
pointed Raymond L. Shade _ general 
agent at Columbus, with office at 313 


| 


Atlas building. W. A. Lee was recently 
appointed general agent for Cincinnati 
at 523 Chamber of Commerce building. 
The company also has Ohio general 
agencies at Cleveland, Toledo, Canton 
and Youngstown. 





John N. Adams 


John N. Adams has been appointed 
associate general agent in the W. R. 
Harper general agency of the Aetna Life 
in Philadelphia. Mr. Adams has been 
division superintendent. He will take 
part in directing the present Harper or- 


| ganization and in developing new agents. 
He is a graduate of the University of 


|ing and insurance businesses. 
|he joined the Portland, Ore., 


Towa and has been trained in the bank- 
In 1926, 
general 
agency of the Aetna Life and was ap- 
pointed agency supervisor within a few 
weeks. Four months later he was made 
assistant general agent and in 1927 was 
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NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacsioent 


STRONG~> Minneapolis. Minn. ~ LIBERAL 


"44 YEAR 


Greatest Year in C vompany’s s History 


Gain in Paid-for Insurance in Force . . . 
30 MILLION DOLLARS 12% 


An increase over the gain made in 1927 of over 
7 MILLION DOLLARS 30% 


New Business During the Year — Paid-for basis 
64 MILLION DOLLARS 


An Increase over 1927 New Business of over . .. . 
7 MILLION DOLLARS 12'6% 


Admitted Assets increased over . . . 
334 MILLION DOLLARS 


FINANCIAL STATEMENT 
December 31, 1928 
RESOURCES 


13% 


Bonds, 
Government, State, County, 
and Municipal ............ $5,680,653.85 
Railroad, Public 
Ue, GR, se cccccenvece< 7,726,495.37 


$13,407,149.22 
2 


First Mtg. Loans (City and Farm)......... 9,924,248.7: 








ESSE SE OE OCT C CCE T ET 400,000.00 
PO BOE ccnscccesesassssecenecenen 5,513,660.77 
ie ated a ane ke we eee a 1,749,202.70 
Premiums, Due and Deferred............. 1,363,245.00 
i cet tos viweeneiaweeee nes 208,481.01 
Interest Due and Accrued and Other Assets 641,590.99 

DE ctpasabedsesneses ceeseveeces $33,207,578.41 

LIABILITIES 

ie te PS in ea cawaniaganeXs $26,787,889.00 
Death Claims Due and Unpaid............ None 
Claims Reported but Proofs of Loss not 

EE ER Ee are ne et ee 142,917.88 
Present Value of Death, Disability, and 

other Claims Payable in Instalments..... 820,132.27 
Premiums and Interest Paid in Advance... 171,435.48 
Reserve for Taxes Payable in 1929........ 238,862.07 
Profits for Distribution to Policyholders... . 1 473,713.55 
Be SE Rs 6.0 bnibnn6 065065 cs deaes 130,194.99 
Contingency Reserves ......-....-0+e+06: 879,504.41 
Surplus to Policyholders (Including $1,- 

100,000.00 Paid in Capital)............ 2,562,928.73 

Bs vnc ctcees ccswsnccccasncecece $33,207,578.41 





INSURANCE IN FORCE 


$288,168,909.00 
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WANTED! 


General Agents for 


CHICAGO, 
CINCINNATI 


and 


PITTSBURGH 


By a long established and fast grow- 


ing Legal Reserve Life 


Insurance 


Company now having $100,000,000 of 


insurance in force and writ 


ing all 


types of life, participating and non- 


participating. 


An outstanding man is wanted for 
each one of these cities—a man who 
has a record of successful experience 
and who can produce the volume of 
business that we expect from this 


splendid territory. 


Unusual opportunities for men who 


are big enough for the job. 


Write giving full particulars as to 
past experience. Correspondence will 
be regarded as confidential. Address: 


H-99 


The National Underwriter 


Insurance Exchange 


Chicago 














1851 


1929 


BERKSHIRE LIFE INSURANCE CO. 


Writes all forms of standard participating contracts. 


Our SERVICE to POLICYHOLDERS and our splendid spirit of coopera- 
tion between HOME OFFICE and FIELD FORCE are responsible for our 


great expansion. . : ; s 
Territory open for connection with this fine old Ma 


ssachusetts Company. 


BERKSHIRE LIFE INSURANCE CO. 


Incorporated 1851 
PITTSFIELD, MASS. FRED H. 


RHODES, President 

















UNDERSTANDING - APPRECIATION 





The commission figures in your contract may mean but little in 
dollars to you. A high commission, but with no cooperation, no appre- 


ciation of the Agent’s problems, may mean a barren 


relationship. 


A fair commission, good renewals, a full understanding, and the 
placing in your hands of the best devices for making your work effective 


—these are things that count. 


Ralph H. Rice, President 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 
Home Office 


Kansas City, Mo. 

















transferred to the home office, where he 
served as agency assistant. Later he 
was appointed acting general agent in 
Boston, and on his return to the home 
office after four months he was ap- 
pointed division superintendent. 





Spann Company 


The Midland Mutual Life of Colum- 
bus, O., h 
pany of Indianapolis, one of the oldest 
fire and casualty local agencies in the 
city, as general agent. L. S. Shafer, for 
some years identified with the life insur- 
ance business in Indianapolis, has been 
appointed manager of the Spann Com- 
pany’s life department, which has been 
created by taking in the Midland Mu- 
tual, as the agency had not previously 
represented a life company. 





N. A. and Maxwell Murphy 


Paul H. Kremer, general agent for 
the Penn Mutual Life in Wisconsin, has 
announced the appointment of a new 
district agency at Green Bay, Wis., to 
have charge of territory in Northeastern 
Wisconsin and bordering on the Fox 
River valley. Norris A. Murphy and 
Maxwell Murphy will handle the life in- 
surance end of the business. 


R. C. Rodruck 


F. W. Heron, assistant manager of 
agencies, has appointed Robert C. Rod- 
ruck manager of the Seattle office, 
which covers western Washington for 
the Fidelity Mutual Life. Mr. Rod- 
ruck has been with the Minnesota Mu- 
tual Life for five years, two of which 
he was a general agent. 








Palmer & Montgomery 


Everett H. Palmer, general agent of 
the Berkshire Life in Philadelphia, and 
J. Renwick Montgomery, manager of 
the Phoenix Mutual of that city, have 
formed a new firm under the name of 


as appointed the Spann Com- | 


Palmer & Montgomery to represent the 
| Berkshire Life. Mr. Palmer is one of 
the old timers of the Berkshire and is a 
| leading personal producer. He succeed- 
ed his father, who was general agent 
from 1872 until his death in 1918. Mr. 
Montgomery started with the Mutual 
Life of New York and for the last eight 
years has been manager of the Phoenix 
| Mutual. 





O. L. Johnson 


Otto L. Johnson has been appointed 
district manager of the Tacoma, Wash., 
office of the Equitable Life of Iowa, with 
offices in the Tacoma Savings & Loan 
Association building. 





Martin P. Sioane 
Martin P. Sloane has been appointed 
| agency organizer to be associated with 
| George Gilbert, agency supervisor of 
the Seattle office of the Reliance Life oi 
Pittsburgh. Mr. Sloane has been in the 
insurance business since 1908. 





M. P. Beechner 


Beechner, for the last two 
years with a wholesale grocery estab- 
lishment, has been named by W. H 
Logan, state agent, as manager of the 
| Smcote, Neb., district of the Peoria 
| Life. 

| 


Milton P. 








Life Agency Notes 


J. E. Romine of Covington, Ind., has 
been appointed district manager for the 
Northwestern Mutual Life in six Indi- 
ana counties. 

Fred Dickerman, general agent of the 
Guardian Life at Indianapolis, has ap- 
pointed Karl G. Whitney as special rep- 
resentative of the company. Mr. Whit- 
ney has a wide acquaintance in local 
business circles. 

A. R. Johnson has been appointed a 
special agent of the Sun Life of Canada 
at Indianapolis. For some months past 
he has been with the Kansas City Lifé 





at Kansas City and prior to that was 
with the Bank Savings and with the 
Mutual Life of New York. 
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WITTEN AGENCY HAS RALLY 





Massachusetts Mutual Salesmen in the 
Cincinnati District Gathered for 
Their Annual Meeting 





The Lawrence C. Witten general 
agency of the Massachusetts Mutual 
at Cincinnati held its annual meeting 


Monday of this week, with Joseph B. 
Behan, superintendent of agents and 
Associate Actuary Harry H. Pierce 
present from .the home office. This 
agency is growing rapidly and produced 
over $5,000,000 last year, with $32,000,- 
000 of business in force in the agency. 
In January so far this year the agency 
wrote nearly $1,500,000. At the 
luncheon several outside guests were 
present including John L. Shuff, Union 
Central; H. W. Hutchins, National of 
Vermont; Earl R. Sycks, State Mu- 
tual, and Abner Thorp, Jr., of the Dia- 
mond Life Bulletins. The address of 
the day was by Harry Walter Hutchins. 





Proposes Taxing Insurance Estates 


Insurance forces in Michigan were 
startled the past week to hear a pro- 
posal advanced by Emerson R. Boyles, 
deputy attorney general, that life insur- 
ance estates be taxed as part of a pro- 
gram designed to yield sufficient reve- 
nue to provide for a state institutional 
building program. 

According to reports of Mr. Boyles’ 
plan it would involve only insurance 
estates amounting to $30,000 or more. 
The percentage of the tax has not been 
disclosed. It was anticipated that such 
a levy would vield several millions in 
revenue annually. The excuse of the 
proposal lies in an acute situation con- 
fronting the state as a result of long- 
continued neglect of the needs of va- 
rious institutions, particularly those 
housing the feeble-mintled and insane. 


HOLD HEARING ON BANK PLAN 


Seek to Broaden Purposes of Massachu- 
setts Saving Life Insurance 
Scheme In Legislature 





BOSTON, Jan. 31.— The insurance 
committee of the Massachusetts legis- 
lature has held a hearing on senate bill 
77, which would broaden and extend the 
purposes of the Massachusetts savings 
bank life insurance plan. 

A fundamental restriction of the plan 
is that no savings bank may issue more 
than $1,000 of insurance to any one per- 
son. More recently the savings banks 
have been issuing annuity contracts em- 
bodying an agreement to refund, upon 
the death of the holder, to his estate, 
any sum not exceeding the premiums 
paid thereon, with compound interest. 
This combination of straight life insur- 
ance and annuities have enabled an in- 
sured to get more than $1,000 from one 
bank and W. O. Richardson, former 
deputy commissioner, ruled that when 
paid to the estate such annuities consti 
tuted life insurance and the funda- 
mental restriction of $1,000 to a custo- 
mer was violated. 

Senate bill 77 would permit the sav- 
ings banks to write $1,000 of straight 
insurance on a single life and also issue 
refund annuities in addition, payable 
either to a named beneficiary or the 
estate. : 

Miss Alice M. Grady, deputy savings 
bank life insurance commissioner, SUP- 
ported the bill, which was opposed by 
the chairman of the banking committee 
of the legislature; Merle G. Summers, 
for the Massachusetts Associations ©! 
Life Underwriters; Lloyd K. Allen fof 
the National Association of Life Under 
writers, the Boston Life Underwriters 
Association and others. - 

It was pointed out by the oppositio? 
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that the plan had departed so far from | labor unions not actively engaged in| able to maintain themselves decently,” | of the state. The present law restricts 
its original intent of providing small | their occupations, an amendment to the | he holds. The subject is receiving in- | investments to 50 percent of the 


amounts of insurance for poor people 
that now one was able to secure sub- 
stantial annuities and life insurance 
through application to the 10 banks now 
handling the insurance, and that de- 
posits made to secure annuities enabled 
the banks and insured to escape tax- 


ation. 


As the bill further provided that the 
annuity contract limit be increased from 
$200 per year to $500 per year, this would 
enable one to secure annuities of $5,000 
per year instead of $2,000, as at present, 
by individual application to the 10 dif- 
ferent banks writing savings bank life 


insurance and annuities. It was pointed 
out that this did not appear to be a ser- 
vice designed for the protection and 
benefit of poor people, but rather an 
opportunity for people of means to es- 
cape taxation. 


ADAMS SPEAKS IN BOSTON 








American Life Counsel Speaker at 
Massachusetts Federation Dinner— 
Commissioner Brown Present 





The Insurance Federation of Massa- 
chusetts held its annual dinner last week 
in Boston. 

President Frank M. Kinney of Spring- 
field introduced Claris Adams, of St. 
Louis, general counsel of the American 
Life Convention, as the principal speaker 
of the evening. Mr. Adams regretted 
that the life men were not more inter- 
ested in the federation and prophesied 
they soon would be as each branch of 
the business needed the other and all 
should cooperate, and their interests, if 
not identical, were at least compatible. 
Cooperation had succeeded competition 
in business and there was a better busi- 
ness conscience in the country, said Mr. 
Adams. If one business was attacked, 


all other business felt it today. Insur- | 


ance was a public business and a public 
necessity, and because it was a public 
necessity it was entitled to the support 


companies will take the proper steps to | not be proved, to the effect that there | to 60 percent, and investments in 
advise prospective groups fully that|is a growing tendency on the part of | nicipal and government bonds. 
when persons not actively engaged in 


covering all members of labor union, a| crease in the ranks of those who for | up to 10 percent of the issue and 





group and increases with advancing | been under review by life underwriters | leasehold estates, which now must 
age. 


ap- 


law will be offered. It is also suggested | creasing attention, he adds, because of | praised value for mortgages, whereas 
that in order to make certain that the | recent allegations, which may or may | outside companies are allowed to go up 


mu- 


The 


|} some employers to discriminate against | proposed law would raise the limit on 
their occupations are covered by a con- | hiring men or women who, though still | mortgages from 50 to 60 percent; per- 
tract of this kind, the premium is likely | hale and hearty, have reached middle | mit investments in land trust certifi- 
to advance and may reach quite a high |age. “If this be true,” he states, “it | cates; permit companies to buy both 
figure this standard provision should be | must be combated, because the state | preferred and common stocks which have 
in the policy: “In the case of a policy | must interest itself in preventing in- | paid dividends for five years preceding, 


not 


notice to the effect that the annual re- one reason or another are unable to | more than 10 percent of the company’s 
newable term premium depends on the | earn their own living.” assets. The new law would liberalize 
average age of the members in the rhe matter of old age pensions has | present restrictions as to investments in 


be 


trom time to time, the Metropolitan Life renewable forever. It would also make 


Amendments also will be offered to | some years ago making a particular | more liberal provisions for the acquisi- 
extend the definition to cover borrowers | study of the best means for its accom- | tion of real estate and the exchange of 


trom financial institutions and certain | plishment. No practical plan has yet | Property through foreclosure, 
other classes of debtors. been evolved, but in view of the grow- 


ing concern in the subject, not alone in| C. E. SLIFKEN IS STUDENT 
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| GOVERNOR ROOSEVELT IS New York but in certain other state 
] o 1 : o states, LEADER IN W D 

FOR OLD AGE PENSIONS | seme workable method will unquestion- GOSS SONOSE 
| ably be prepared in the not distant \ ange ked tl 

ice, cea ee, : future. A commencement dinner marked the 
NEW YORK, Jan. 31, — Governor close of the sixth class of the Edward A. 
| Roosevelt is keenly interested in the WOULD LIBERALIZE Woods school of life underwriting, con- 


subject of old-age pensions and plans 
| to call a general conference soon for its 
|} intensive study. “No greater tragedy 





ducted by the Edward A. Woods agency 
INVESTMENT LAWS of the Equitable of New York in Pitts- 
burgh. The average amount of pro- 


| exists in ‘our civilization than the plight A bill has been introduced in the Ohio | duction for the 13 weeks in which 
| of citizens who find themselves after a | legislature, sponsored by the Ohio com- | classes were held amounted to approxi- 





long life of activity and usefulness un- | panies, to liberalize the investment laws | mately $69,000; setting a new standard 








Our Agents Have 


A Wider Field— 





An Increased Opportunity 
Because We Have 





of the public and should receive it. 
Adequate rates should be assured to the | 
insurance business in order that it might | 
prosper and furnish that maximum of 
protection and security which the pub- 
lic should have. The spirit of individual- 
ism prevailed today and institutions suc- 
ceeded because they were backed by 
men of character and integrity. Individ- 
ualism was the motive power of the 
nation. Insurance was a profession if 
so practiced, it might be less than a 
trade as practiced by some. 

Commissioner Merton L. Brown of 
Massachusetts made his first appear- 
ance at an insurance gathering and was 
introduced but did not speak owing to 
a bad cold. 


EXTENDS GROUP DEFINITION 








Superintendent Conway of New York 
Suggests Some Amendments 
to the Present Law 





Insurance Superintendent Albert Con- 
way of New York has sent to life in- 
surance companies a letter stating that 
the department is considering the advis- 
ability of recommending to the legisla- 
lure that the law be amended so as to 
xtend the definition of group life in- 
surance to cover: 

Associations of government em- 
ployes. 

*. Members of labor unions who are 
a actively engaged in their occupa- 
tions, 

.% Borrowers from financial institu- 
‘ons and certain other classes of debt- 
“rs (the indebtedness to be cancelled in 
‘ase of death). 

. Employes of subsidiary or affiliat- 

“" corporations. 
she amendment to extend the defini- 
of of group life to.cover associations 
. 8overnment employes would be the 
bill's as that proposed last year in the 

mtroduced in the legislature. 
. order to cover the members of 





General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 
Medical. 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 
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— LEADS! 


The Register Life supplies 
| them—plenty of them. 
days of hit-and-miss and cold 
canvass selling are gone. 


This forty-year-old 3% Mu- 
tual Company can help you 
locate your most profitable 
market and then develop 
all the live leads you can 


The 


Valuable Territory 
in Lowa, Illinois, 


Michigan and Ohio 


REGISTER LIFE 


IOWA 
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in this respect. In number of cases writ- 
ten, Charles E. Slifken led with 33, and 
in amount of business written, Miss Gar- 
net DeWoody of Youngstown, O., held 
the lead with $173,500. Mrs. Harriet 
H. Smith of Pittsburgh, secretary of the 
class, led in scholarship, and Joseph W. 
Whitehouse, of Niles, O., the class 
president, was a close second. Charles 
E. Slifken, with $2,784 in paid deposits, 
led in this field and to him was awarded 
the silver loving cup given to the honor 
student of the class. ~ 
based on amount of business written, 
number of cases written, amount of paid 
business, paid deposits, binder percent- 
age, scholarship, progress made during 
the course, loyalty and cooperation. It 
was a difficult matter to decide the per- 
who best merited the award, and 
only after careful deliberation were the 
faculty able to reach a decision. It was 
felt that Mr. Slifken was clearly in the 
lead and the award was made unani- 
mously. Although Mr. Slifken has 
been in the business only eight months, 
he has averaged better than a case a 
week since he entered the business. 


son 





Van de Walker Conducts Sales Contest 


H. E. Van de Walker of Ypsilanti, 
Mich., state manager of the Peoria Life, 
has just closed a production contest in 
which the winners were awarded Dall- 
wig records. The high man in the con- 
test, which lasted a month, was Martin 
E. Bell. 





Code Committee Progresses 


The insurance code committee of the 
Ohio State Bar Association met in 
Cleveland last week. 

Definite progress was reported by 


Chairman Wilbur E. Benoy of Colum- 
bus. The tentative drafts are to be com- 
pleted and submitted to the entire com- 
mittee in the near future. 

Chairman Benoy announced that a 
number of insurance associations had as- 
sured the committee of their support and 
assistance. These associations include the 
Association of Life Insurance Presidents, 
American Life Convention, the com- 
mittee on insurance law of the American 
Bar Association, National Board of Fire 
Underwriters, National Fraternal Con- 
gress and several of the state organiza- 
tions. 





New York Agency Changes 
Roscoe H. Keffer, general agent of 
Aetna Life, New York City, an- 
nounces that the following changes have 
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COMPANY OF FT. WAYNE, OND. 





T. O. Berge, President 





REJUVENATED 
Under New Management 


The oldest and strongest Life, Health and Accident Company in the Northwest has increased its business by 
agency development over 50 percent during the past eight months. 
Excellent openings still available in Minnesota, Wisconsin, North Dakota and South Dakota. 
Net Life rates; Non-forfeitable renewals. A better Health and Accident contract. 


NORTH AMERICAN LIFE 


AND CASUALTY COMPANY 
706-10 Plymouth Bldg., Minneapolis 





P. G. Erickson, Secretary 








[his award was : 





been made in the personnel of his organ- 
ization: Louis W. Sechtman, assist- 
ant general agent, placed in charge oi 
the brokerage service department; Roe 
A. Maier has been made supervisor oi 
the brokerage department. Mr. Maier 
was chief underwriter at the office for 
the past year and one-half, and prior to 
that x at was underwritér at the hom 

office. 

Stanley M. Weiland, agent and 
supervisor in the agency department, 
has been made a supervisor of the brok 
erage department. Harold Smyth, wh 
has been with the agency since it was 
taken over by Mr. Keffer, has also bee: 
made a supervisor of the brokerage de- 
partment. Francis J. Dondere, an un- 
derwriter from the home office, has bee 
added to the new business department. 
And Leslie D. Briant has been given 
complete charge of the full-time organ- 
ization. 





Hoffman Opens Quarters 


Irving S. Hoffman, who is organizing 
the Preferred National Life of Cleve- 
land, O., has taken quarters at 828 Guar- 
dian building in that city. 





Schedule Sales Congresses 


sales congresses 
Ohio under the auspices of the Ohio 
Association of Life Underwriters, have 
been set as follows: Cincinnati, March 
6; Columbus, March 7; Toledo, March 
8, and Cleveland, March 9. It is stated 
that some of the very best talent ob- 
tainable has been secured. 


Indiana Legislation Proposed 
Senator Doogs has introduced a bill 
in the Indiana legislature to permit the 
use of American Men table for valuing 
life insurance policies and the making 
of rates. A bill has also been intro- 
duced in the house which would 
broaden the scope of investments by 

Indiana life insurance companies. 


Life insurance 








Robbins & Simons Are Leaders 


The Robbins & Simons agency of the 
Home Life of New York in New York 
City was its first agency to write $1,000,- 
000 of new insurance in one month 
That was last March. They repeated in 
October. They led all others in 1927 
and they repeated in 1928. J. Roy Robbins 
started with the company as an agent 
in 1903 and Russell M. Simons started 
in 1905. Both were appointed general 
agents in charge of separate agencies in 
New York City in 1909, and in 1926 
they formed a partnership. 
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NORTH DAKOTA’S BIG AGENCY 














A. W. Crary, State Agent of the North- 
western National Life, Holds 
Commanding Position 





The A. W. Crary agency of Fargo, 
N. D., topped all other agencies in the 
state in 1928 both in the amount of new 
business written and amount of insur- 
ance in force and ended the year 4 
second largest producing agency of the 


Northwestern National Life of Minne 
apolis. 
The agency’s figures for the year 


to 


brought the total insurance in force 
$29,255,067. The agency’s gain in insur 
ance in force was approximately $3,000- 
000, an even larger proportionate in 
crease than the 12 percent gain made ! 
the Northwestern National Life. r 

Since it was founded 21 years ago, the 
North Dakota agency has taken its place 
as leader among agencies in that state 
When it was founded in 1908 the Nort! 
western National’s total business in fore¢ 
amounted to about $22,000,000. Toda) 
the agency’s business alone exceeds that 
total by $7,000,000. 

The A. W. Crary agency’s paid- for 
business in 1928 was in excess of $5,500- 
000. During the year settlements wer 
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received with the application in 71 per- 
cent of the cases, while the record on the 
company’s total business was 69 percent. 

The company’s leading producer, C. D. 
Ford, is a North Dakotan operating at 
Devils Lake, a small farming community. 
Mr. Ford, who has since 1916 ranked 
consistently among the leading pro- 
ducers, completed his third consecutive 
year of company leadership. In the first 
eight years Mr. Ford was with North- 
western National, from 1916 through 
1924, his production totaled around $4,- 


000,000 and he led in production for the | 


five-year period ending in 1925. 
Represented on Honor Clubs 


The North Dakota agency was also 
well represented in other Northwestern 
National honor clubs as 20 of its agents 
placed on the $100,000 honor roll for the 
year, eight qualified for App-A-Week 
Club prizes with two men over the four- 
year mark of consistent weekly produc- 
tion, and six received prizes for reducing 
their lapse ratios in the first six months 
of the year. Of the 116 agents in all 
agencies who qualified to attend the 
company’s convention trip from Minne- 
apolis to Detroit last August, 19 were 
North Dakotans. 


Agents Took Prominent Part 


At the agency’s annual meeing held in 
January, agents played important parts 
in the program. R. A. Harold and O. E. 
Westberg offered two illustrations of 10 
and 15-year endowment policies to be 
used where there is competition with 
short term investments, while L. M. 
Rutten discussed briefly the reasons for 
his success in writing children’s insur- 
ance. H. W. Derrig, B. H. Crawford, 
R. A. Harold, F. G. Rutten and R. R. 
Rutten gave brief talks on various forms 
of advertising. C. C. Gilday recom- 
mended the use of weekly reports for 
efficiency, while O. S. Haugen declared 
the chief value of a monthly quota was 
the regular incentive it furnished, result- 
ing in a filled quota for the year. Ata 
banquet which closed the meeting, B. C. 
Tighe was principal speaker. 





HIGH COURT OVERTURNS 
NEBRASKA TAX RULING 





LINCOLN, NEB., Jan. 30.—The su- 
preme court this week held that foreign 
corporations doing business in Nebraska 
could not be required, as was attempted 
by the secretary of state, to pay an oc- 
cupation tax based on the entire paid 
up capital stock. The state attempted 
to make such collection on the ground 
that as domestic corporations were so 
recuired, equality demanded that the 
loreign corporations be so taxed. The 
court said that the intention of the !egis- 
lature was to place domestic and for- 
eign corporations on the same equality 
as to tax, and that the law clearly 
showed that in computing that tax the 
amount of capital invested in the state 
or employed in it was to be the basis 
lor taxing both. The enforcement of 
the secretary’s ruling would have com- 
pelled many foreign corporations doing 
business in the state to withdraw. 





Lewis Demands Investigation 


. The South Dakota legislature seem- 
ingly is to make an investigation of some 
of the state departments, the latest be- 
ing those of the attorney-general and 
Secretary of state. Insurance Commis- 
sioner Don C. Lewis has sent a letter to 
the president of the senate and speaker 
of the house in which he welcomes a 
thorough and impartial investigation of 
Ms administration since July 1, 1927. He 
said that such investigation should also 
include the state hail department, the 
State bonding department and the fire 
marshal’s office. 


Equitable Life Holds School 


, Edgar Webb of the home office of the 
“quitable Life of New York was in 
charge of the three-day managers’ 
school for agency executives conducted 


'n Peoria, Iil., last week. Chester T. 
Wardwell, 


Peoria manager, was in 





| 





LIFE INSURANCE EDITION 











charge of arrangements. W. W. Kling- 
man, vice-president; Roy R. Hale, 
agency assistant; P. L. Girault, super- 
intendent of agencies; A. L. Sherrill, 
medical director, and W. M. Schols, 
cashier, all of New York City, were the 
principal speakers at the meeting. A 
dinner dance, an auto tour of the city, 
a tea for the wives of the members and 
a theater party were social of 
the meeting. 


events 


Security Mutual Chicago Office 

The Chicago office of the Security 
Mutual Life of New York in charge of 
Samuel R. Cooper as agency manager 
has grown to such proportions that it 
has found it necessary to go to larger 
quarters. More than half of the fourth 
tloor of the Westminster building has 
been converted into offices for the 
agency. Mr. Cooper has done some ex- 
cellent production work since he took 
charge of the agency. 


Mutual Benefit Agencies Meet 


_ W. S. Cochrane, Peoria general agent 
for the Mutual Benefit Life, invaded the 
territory of H. M. Solenberger, Spring- 
field, Ill, general agent, recently, to 
act as host to the Springfield agent as 
the result of the recent new business 
contest directed by the two general 
agents, which the Springfield agent won. 
Thirty members of the staffs attended 
the event. A. S. Ingersoll, assistant 
general agent in Chicago, was speaker 
at the event and distributed prizes to 
field workers for their November and 
December activities. 








Cameron and Carroll Agency Meeting 


At the annual meeting of the Cam- 
eron & Carroll general agency for the 
Northwestern Mutual Life at Oshkosh, 
Wis., W. R. Chapman, assistant. super- 
intendent of agencies, and Harry Ricker, 
assistant secretary, were the home office 
representatives in charge. 

At the dinner in the evening, guests 
included Mr. Chapman and Mr. Ricker, 
Louis R. Schriber, Oshkosh, and F. J. 
Sensenbrenner, Neenah, both trustees 
of the company. 


Nebraska Bill on Mergers 


Under the provisions of a bill intro- 
duced in the Nebraska legislature by 
Representative Cone, no mergers or 
consolidation of life insurance compa- 
nies or associations will be permitted 
unless court approval has been secured, 
following that of the insurance commis- 
sioner. The bill specifies the procedure 
to be taken and imposes on the insur- 
ance department the duty of safeguard- 
ing the interests of stockholders and 
policyholders. 

Senator Jeary is the father of a bill 
that removes all limitations now in the 
law upon the amounts that persons un- 
der 21 may be insured for in life, health 
and accident insurance policies. 


Globe Life’s Progress 

The Globe Life of Chicago closed the 
year with very satisfactory results. This 
company operates within a radius of 40 
miles of Chicago doing an intensive 
business in a comparatively small area, 
writing largely industrial insurance. It 
thus has its hands on the pulse of the 
agents at all times. Every Friday 
morning there is a meeting held at the 
head office when all the agents are 
brought in. The company changed to 
the legal reserve basis during the year 
and naturally the officers were busily 
engaged in making the transfer. Not- 
withstanding this, the production was 
maintained in good shape. 





Vermillion Agency Reports 


During a 10 year period from 1919 to 
1928 inclusive, the Gifford T. Vermillion 
agency for the Mutual Life of New 
York in Wisconsin and upper Michi- 
gan, has increased its paid-for business 
from $5,541,696 in 1919 to $13,716,786 
in the year just closed. 

This record is the more significant 





when it is known that from 1926 on, 





‘Texas legislature this week provides 


17 counties which the agency formerly 
had, were put in the St. Paul agency oi 
the company. This was done at the 
close of 1925, but despite that, the Ver- 
million agency increased its business the 
following year. 


St. Louis Y. M. C. A, Course 

A 17 weeks life insurance sales course 
will be conducted by the St. Louis 
Young Men’s Christian Association at 
the downtown Y. M. C. A., Sixteenth 
street and Locust boulevard. Frank M. 
See, manager in St. Louis for the Union 
Central Life and a former instructor for 
the New York University school of life 
insurance and Carnegie Tech., will be 
in charge of the class. The course will 
open Feb. 4. 





Strong Bidding for Brokerage 
he strife for brokerage business on 
part of life insurance offices in Chicago 
still keeps up at a heated pace. Bids 


very attractive. Some offices are going | 
out strong for this class of business. 
They are making very fancy offers to 


ness their way. It would seem in many | 
cases that the profit tothe general agent 
or manager has practically been elimi- 
nated by the figures quoted to those 
that can throw brokerage business their 
way. 





Will Seek Brokerage Business 


The Chicago general agency of the 
Bankers Life of Iowa has taken 
quarters at A-759, Insurance Exchange. 
Manager DeForest Bowman has fitted 
up very handsome quarters. Heretofore 
the Bankers Life has confined its writ- 
ings in that city largely to applications 
from its own agents. It is now expand- 


are being made for brokerage that are | 


anyone that can throw brokerage busi- | 


new | 





ne to some extent and is seeking bro- 
serage business. Therefore, it in 
close proximity with the general brokers 
un the Insurance Exchange. 


1s 


Federation Office Moves 





E. M. Ackerman, new executive secre- 
tary of the |] Federation of 


insurance 
Chicago, has moved the _ federation's 





office in Chicago from 166 West Jack- 
son to 450 Insurance Exchange. The 
new offices will afford better facilities 
than the old, as larger space is needed 
for the expansion program the federa- 
tion has in view. 
Missouri State’s Minneapolis Meeting 
John W. Quinn, manager of the Min- 


neapolis branch of the Missouri State 
Life, held his annual state agency meet- 
The home office was rep 
by Frank N. Everett, chief 
underwriter, and James L. Rainey, 
agency supervisor. Mr. Everett spoke 
on “Present Day Underwriting Meth- 
ods,” and Mr. Rainey on “Value and 
Importance of Each Company Repre- 


ing Jan, 26. 
resented | 


sentative Systematically Planning His 
Work.” The mecting closed with a 
banquet. 
-— = 
Superior Life Licensed 
The Superior Life Insurance Com- 


pany of Gillespie, Ill, has been licensed 
under the assessment laws. 





Meeting at Minneapolis 

Minneapolis life underwriters, mana- 
gers, and representatives of trust com- 
panies met for a luncheon this week. 
Henry V. Bruckholz, secretary of the 
First Minneapolis Trust Company, pre- 
sided. Cooperation among life insurance 
and trust companies was discussed. 








IN THE SOUTH AND SOUTHWEST 








$1,000,000 Capital and Surplus— 
J. D. Morse President 





Organization of the Home State Life 
of Oklahoma City has been announced 
by Joe D. Morse, president. The com- 
pany has capital and surplus totaling 
$1,000,000, he stated. The company will 
write all forms of old line life insurance 
including 10 and 20-year endowment 
and industrial policies. Temporary “nar- 
ters have been established at 1010-1014 
Perrine building. B. C. Housel is sec- 
retary and other officers are to 
elected shortly. 


Officers of New Company 


President Morse was formerly an at- 
torney in Oklahoma City. Secretary 
Housel was formerly with the Housel 
Investment Company and later manager 
of the Insurance building in Oklahoma 
City. The vice-president and treasurer 
are to be elected at meeting this week. 
The stock will be sold to public at $20 
a share, $10 of which is to go to the 
capital of $500,000 and the other $10 
to the $500,000 surplus. 





Texas Legislation Introduced 
Another senate bill introduced in the 


that no group insurance policy may be 
issued until the form is approved by the 
state life insurance commissioner. Sen- 
ator Wirtz of Seguin is the author of 
the measure. 

The field of investments for funds of 
life insurance companies is sought to be 
broadened by a bill introduced by Sen- 
ator Moore of Greenville, chairman of 
the senate committee on insurance. Sen- 
ator Moore also offered a bill provid- 
ing that payment of proceeds from a 
life insurance policy to a beneficiary in 
the absence of any adverse claim shall 
discharge the company from liability. 











FORMING HOME STATE LIFE | COMPANY HAD GOOD FORTUNE 
——— | 


New Oklahoma City Company to Have | Bankers National Life of Jacksonville, 





Fla., Gave a Good Account of 
Itself Last Year 





Ralph R. Lounsbury, president of the 
‘Bankers National Life of Jersev City, 
has returned from Jacksonville, Fla., 
where he visited the home office of the 
Bankers National Life there, he being 
president of that company also. The 
Jacksonvile company closed its third 
year last October and so far only op- 
erates in Florida. The increase in busi- 
ness in force is $11,700,000. It had 19 
agents who produced over $100,000 and 
nine who produced over $200,000. The 
leader of the agents was C. S. Nelson 
of Ft. Lauderdale, whose volume was 
$701,938. The second man is E, 
Beerman of Jacksonville, who is vice- 
president and general agent of the com- 
pany, who had $568,000. Paul M. Pope 
of Jacksonville, a partner of Mr. Beer- 
man, produced $418,000. Mr. Pope had 
never sold any insurance prior to Janu- 
ary of last year when he entered the 
business. He had been an attorney and 
banker. The next agent was rge 
R. Paschal of Jacksonville, who had 
$311,500. He entered the business two 
years ago but did not give it serious 
attention until last year. The next was 
C. E. Rigdon of Jacksonville, who had 
$279,800. J. Stuart Davis of St. Peters- 
burg, Horace Hudson of St. Petersburg, 
J. D. Scott of Tampa, and W. J. Pow- 
ell of Titusville all had over $200,000. 

The Bankers National Life of Jack- 
sonville produced over 9 percent of all 
the business paid for in the state during 
the year. Elder A. Porter, who is ex- 
ecutive vice-president, put much enthu- 
siasm in the organization during the 
year. 





Change National Aid Basis 


The National Aid Life Insurance 
Company of Oklahoma City has been 
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incorporated under the stipulated pre- | Mr. 


Welty also announced plans for a 


mium law of Oklahoma with $tock sub- | cruise of the Great Lakes in August for 


totaling $50,000 and a $50,000 
Ofticers and directors are H. 
president of the National 
president; Frank 
and assist- 


scribed, 
surplus. 
Lb. Houghton, 
\id Lite Association, 
M. Bristow, vice-president 
ant secretary; Frederick B. Owen, vice- 
president; L. H. Houghton, secretary; 
W. R. Ramsey, W. S. Key and Irving 
Perrine, directors; Snyder, Owen and 
Lybrand, general counsel, and > me 
Cunningham, medical director. 





The company will, operate on the 
same basis as an old Jine stock com- 
pany. 

Officials at Banquet | 

William A. Law, president of the 


Penn Mutual Life, and Hugh D. Hart, 
vice-president in charge of agencies, 


were special guests and speakers at a |} 


banquet in Oklahoma City to introduce 
Robert T. Shipley, newly appointed gen- 
eral agent. 

Mr. Shipley acted as toastmaster. He 
was formerly general agent at Billings, 
Mont. An agency meeting was held in 
the afternoon in the main offices. 

Mr. Law, who is former president of 
the American Bankers Association, was 
guest of honor at a luncheon given at 
noon, the same day, by members of the 
Oklahoma City Clearing House Associ- 
ation, 


Lamar Life Officials Banquet 
President H. S. Weston of the Lamar 


Life of Jackson, Miss., gave a banquet 
to the directors and the home office 
executives last week. C. W. Welty, 


vice-president and general manager, an- 
nounced that the Lamar Life has com- 
pleted one of the most successful years 
in its quarter of a century of existence. 
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New St.Gharles 


One of Americas Leading Hotels 


ACCOMMODATING OOO GUESTS 


are famous Hotel St.Charles as~ 
sures this seasons visitors the 
same warm welcome that has at~ 
tracted the countrys notables for a 
} century. Modernized to keep abreast 
of the times the beautiful t.Charles 
is better equipped than ever before 
towell serve it's distinguished patronage 


ALFRED S. AMER « CO. Ltd. 


NEW ORLEANS, LA. 


Send for descriptive folder Valorization otfices for 
Illustrated MardiGras _—_ all Transportation 
Program for the asking Lines in Lobby 
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250 Rooms with Bath 
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all members of the company’s “All Star 
Club.” A special train will be run from 


jackson to Chicago and steamships taken 


to Buttalo and return. 


Expanding Life Department 


! - 
there 





Allen M. Reager of Louisville is tak- 
ing additionat ommce space m order to 
eularge his life department. On Feb. 1 
his brother, Harry P. Reager, Jr., for 
six years with the Travelers, and for 
five years with the Reager agency, will 
| take charge of the life department and 
give his entire attention to it. 


Allen Reager started in the insurance 


| business 25 years ago with the Travel- 
ers. He spent 19 years with that com- 
pany, prior to its establishing a branch 
office in Louisville, at which time he 
became general agent for the Conti- 
nental Assurance and Continental Casu- 
alty. The office writes every form of in- 


surance, 


Houston Agency’s Big Gain 


A $10,000,000 gain in new business 
for 1928 in written and paid-for ordinary 
and group insurance was attained by the 
Houston agency of the Aetna Life, ac- 
cording to Joseph S. Smith, general 
agent. Mr. Smith organized the Houston 
agency of the Aetna in 1921. Each year 
it has shown a substantial growth, 


New Company at Jackson 


company, the Standard Re- 
serve Life, is being formed at Jackson, 
Miss., with $500,000 of capital. J. B. 
Stirling, president of the First National 
Bank Jackson, is president of the 
new organization. M. S. Enochs will 
secretary and treasurer. 

Life, health, accident and liability in- 
surance may be written by the Standard 
Reserve Life under its charter, which 
has already been approved and filed in 
in the secretary of state’s office. 


A new 


of 


be 


Will Conduct Night School 


John E. Mitchell, assistant 
of the Jefferson Standard Life 
\ntonio, will conduct a free night 
chool beginning Feb. 1, which will 
teach a membership limited to 15 men 
and women how to write life insurance. 


manager 
at San 


Payment of Premium 


A policy of life insurance, issuéd June 
16, 1925, was dated Nov. 16, 1925, and 
bore following indorsement: “This con- 
tract is dated Nov. 16, 1925, but shall 
be preceded by short term insurance 
beginning June 16, 1925, and continuing 
until Nov. 16, 1925. The receipt of $3.65 


for said short term insurance is hereby 
acknowledged.” The policy was sent by 


insurer to its agent who took the appli- 


cation for insurance, for delivery, with 
a letter of instructions containing fol- 
lowing provisions: “(b) A policy must 


not be delivered until the applicant signs 
and delivers all the papers and performs 
every act required of him by the com- 
pany. (c) A nolicy must not be deliv- 
ered until the first premium is fully set- 
tled for.” The agent delivered the pol- 
icy to insured, taking an_ ordinary 
promissory note payable to himself for 
the amount of the annual premium due 
Nov. 16. Held. that the giving of note 
bv insured to the agent of the company 
constituted payment of the vearly pre- 
mium, and contained the nolicy in force 
for the vear following Novy. 16, 1925. 
Reliance Life of Pittsburgh vs. Pearson 
Ct. Ark. 


Sup. 


Read Issues Warning 


Warning was issued by Commissioner 
Jess G. Read of Oklahoma to all county 
school superintendents against unscru- 
nulous insurance agents who have been 
imposing on school teachers of Okla- 
homa by going to the schools and rush- 
ing the teacher through a sales talk and 
signature to a note for an insurance pre- 
mium, before she realizes what it is all 
about. 

At the recent request of Mr. Read, 
bankers of the state have agreed to co- 
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operate in an effort to stamp out the | 
illegal practice of agents in selling notes | 
for insurance given them by clients, be- | 
fore the insurance policy is delivered. 


Northwestern National Men Meet 


The district managers and the sales | 
forces of Houston and Galveston for the 
Northwestern National Life discussed 
plans for the year at a special meeting | 
in Houston a few days ago. Homer J. 
Hewitt, manager for Cravens, Dargan 
& Co., presided at the meeting. One of 
the plans of the agency is to build up a 
strong agency force in south Texas. All 


| will be 


1929 


February 1, 


new men, Mr. Hewitt announced, will 
work on full time basis. The next free 
training school to be held by the agency 
in February. 


Birmingham Man’s Work 


In the “President’s Welcome Cam- 
paign” that the agents of the Atlantic 
Life of Richmond are conducting in 


honor of A. O. Swink, R. R. Knox, su- 
perintendent of agents at Birmingham, 
Ala., wrote 52 applications for $107,500 
in eight days. In one day he wrote 20 
applications for $44,000, all on a cold 
canvass. 
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GALE RECEIVES PROMOTION | 


Has Full Charge of the Pacific Coast 
Territory for the Lincoln 
National Life 


Vice-President Walter T. Shepard 
the Lincoln National Life announces the 
yy were of Assistant Superintendent 

Agencies F. W. Gale to superintend- 
ent of agencies. Mr. Gale in his new 
position will have charge of the Pacific 
coast territory of the Lincoln Life, 
which includes California, New Mexico, 
Arizona, Washington, Oregon and Utah. 

The new superintendent, by the way, 


HEARTMAN AGENCY DID WELL 


Union Central Life Men in Los Angeles 
Office Gave Good Account of 


Themselves 

The Roy H. Heartman agency of the 
| Union Central Life Company at Los 
Angeles closed its first full calendar 
year of operations Dec. 31 with paid 
business for the year in excess of $6,000,- 
| 600. This is an increase of approxi- 
mately $3,500,000 of paid for, business 
over 1927. 

The 10 leading agents in paid for 


is the only one of the superintendents | 
of agencies who is not located at the 
home office. His headquarters are in 
Los Angeles. It is from there that he 
directs his men, and handles his terri- 
tory. He makes frequent trips to Fort 
Wayne and of course keeps in close 
contact with headquarters. He was at 
the home office at the time of his pro- 


motion and attended the managers meet- 
ing held there recently at which he was 
one of the principal speakers. 
The appointment of Mr. Gale 
perintendent completes another step in 


as su- 


Vice-President Shepard’s plan of re- 
gional organization. The territory cov- 
ered by the Lincoln National is now 


covered by four superintendents of agen- | 


Superintendent V. J. Harrold in 


Cies: 

charge of the mid-western division: 
Superintendent R. N. Rafferty in charge 
of the eastern division, Superintendent 
R. D. Holt in charge of the western di 
vision and Superintendent F. W. Gale 


in charge of the Pacific coast. 


SPONSOR EXEMPTION BILL 


Sacramento Association Backs Amend- 
ment Which California Governor 
Vetoed at 1927 Session 


Under the sponsorship of the Sacra- 
mento Association of Life Underwrit- 
ers, Assemblyman Roy J. Nielsen has 
introduced in the California legislature 
an amendment to section 690 of the code 
of civil procedure which relates to the 
exemption of life insurance benefits from 
execution. The amendment, as pro- 
posed, would provide exemption when 
the annual premiums paid do not ex- 
ceed $500, and if they exceed that sum 
a like exemption shall exist which shall 
bear the same proportion to the amount 
accrued as $500 bears to the whole an- 
nual premium paid. The proceeds when 


issued on a monthly income basis, the 
amendment provides, shall not ex- 
ceed $100 for an adult beneficiary or 


$50 for a minor beneficiary, and in the 
case there is more than one policy, the 
court from which the execution issued 
shall, upon the application of any per- 
son interested, select and apportion the 
policies as between the creditors, the 
insured and the beneficiary. 

This same amendment passed both 
houses at the 1927 session but was ve- 
toed by the governor because another 
amendment to the same section of the 
code had previously been approved by 
him and he objected to two amend- 
ments to the same section being made 
at one session. 


| directors 
i. #. 


| ert J. 





business for the year in the agency paid 
for $2,591,628, or an average of $259,016. 
The highest amount paid for by any man 
was $351,000 and the lowest was $205,- 
250. This is regarded as an unusually 
good record for a new agency, and es- 
pecially in view of the fact that one man 
in the group was with the agency only 


10 months, another nine, another eight 
and another seven. There are now 24 
whole time men associated with Mr. 


Heartman in this growing agency. 

Mr. Heartman was formerly manager 
for the Equitable Life of New York in 
Iowa, where he built an agency from 
$2,000,000 to $12,000,000 of paid for 
business within nine years. He also was 
formerly vice-president of the National 
Association of Life Underwriters. 


Dividend Rate Increased 

Directors of the Occidental Life have 
voted to increase the 1929 dividend rate 
to 14 percent, payable quarterly in Feb- 
ruary, May, August and November. 
This is seventh consecutive annual d vi- 
dend increase the company has made 
Net earnings in 1928 were equal to 
$41.92 a share. The company has $137,- 
006,000 of insurance in force. 

At the annual meeting the following 
were elected: H. J. Burkhard, 
Burkhard, E. L. Glanchard. Rob- 
Giles, John W. Baughn, Donald 
W. Skeel. Dudley Fulton and Byron 
Erkenbrecher. 


Hold Trust Company Meeting 

Life insurance trusts are the subject 
of a study group organized by the Wells 
Fargo Bank & Union Trust Company 
of San Francisco. The course, which 
commenced on Jan. 23, is to consist 0 
10 or 12 lectures to which 26 life in- 
surance agencies, members of the 5am 
Francisco Life Underwriters Association. 
will send representatives. General 
agents ard managers of these agencies 
were also in attendance at the first ses- 
sion. 


Pioneer Assurance Licensed 
Association 
by the 


Assurance 
been licensed 


The Pioneer 
cf Portland has 


Oregan department. The Pioneer was 
formerly the Twenty-Five Hundred 
Club of Albany, Ore., a fraternal benefit 
society. 


Novelty House Organ Issued 


A novelty in the wav of an agency 
house organ is “The Pay Check,” 
sued by Charles I. Craig, superintendent 
of the Prudential at Pasadena. There 
is probably no other industrial super 
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intendent in the country who is regu- 
larly issuing a monthly house organ of 
his own. Mr. Craig’s “Pay Check” is 
full of meat. The selling suggestions 
that it contains are practical and con- 


cise, 


Had Effective Display 
Display advertising has its place in 
the sale of intangibles as well as in the 
sale of concrete commodities. Insurance 
can be advertised by display as well as 


tional Life, proved it. In a recent meet- 
ing of the Executives Association of 
Los Angeles he exhibited a remarkable 
piece of sales visualization advertising, 
consisting of a model house with an 
umbrella over it covered with Lincoln 
Life policies. A sign behind it read: 
“Let the Lincoln Life protect your 
home!” This piece of work caused a 
great deal of favorable comment in his 
territory. 


Joint Sales Congress in Denver 


and Wyoming life underwriters will be 
held in Denver March 1. The principal 





the latest 1930 model automobile.  H. | 
G. Everett, manager of the Southern 
California branch of the Lincoln Na- | 


| the Jefferson 





LIFE INSURA 


Wilkerson of Denver, general agent of 
'the Mutual Benefit Life, is chairman of 
the sales congress committee. The com- 
ing congress promises to be the best at- 
tended in the history of the Colorado 
and Wyoming joint meetings. 


Erecting Home Office Building 


The Mountain States Life is now en- 
| gaged in erecting a new home offic« 
| building on the northwest corner of 
Wine and Yuch streets, Hollywood, 
Cal. It will be an eight-story building 
on part of the lot and ten-story on the 
rest. William L. Vernon, president of 
the company, is expanding its lines. It 
has $16,000,000 insurance in force. 

R. L. Ingraham of Los Angeles, who 
has been appointed field supervisor for 
the Mountain States Life, was connected 
with the Phoenix Mutual and the Bank- 
ers Life in the past. Then he went to 
Standard Life as super- 
visor in Wyoming and Colorado. Prior 
to his connection with the Mountain 


| States Life he was field supervisor for 


The joint sales congress of Colorado | 


| cidental 


speakers will be Roger B. Hull, manag- | 
ing director of the National Association 


of Life Underwriters, and Dr. S. S. 
Huebner of the University of Pennsyl- 
vania. An attendance of 500 or more 
from the two states is expected. W. R. 


the International Life of southern Cali- 
fornia. 


Lee Is Denver Visitor 


President Laurence F. Lee of the Oc- 
Life of Raleigh, N. C., was a 
Denver visitor last week. His brother, 
Chester A. Lee, represents the company 
in Denver. President Lee was invited 
to address the Colorado Association 
Life Underwriters at its monthly meet- 
ing. 
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DIRECTED VERDICT ORDERED | ruled that beneficiaries of persons killed 


First Trial of Case Involving Zurich’s 
“Professional Skill” Policy Favors 
Company 


Judge Andrew Miller of the United 
States district court recently ordered a 
directed verdict in favor of the Zurich 
in the case of Dr. C. J. O'Keefe of 
Grand Forks, N. D., against the com- 





pany, the case arising out of a claim 
under a professional accident policy and 
involving $26,000. Attorneys for Dr. 
O'Keefe, who a dentist, stated that 
the case will be taken to the appellate 
court. 

The dentist’s policy in the Zurich in- 


is 


sured against loss or loss of use of a 
hand. A gunshot caused a loss and 
claim was made. The company made 
three defenses: first, that the wound 


causing the loss was self-inflicted: sec- 
ond, answers made to certain questions; 
third, that untrue answers were made 
to certain questions material to the risk. 
Under the latter head it was claimed 
the insured failed to state that he had 
been rejected for life insurance under 
certain applications and had failed to 
note collection of indemnity on a health 


nol 
POHUCY 


some years ago. 
Health Affects Recovery | 

The company's contention was that | 
' 

! 


aman whose vitality is low will recover 
Irom an injury more slowly than one 
of higher vitality, or may never recover 
and that therefore the state of health 
ot the insured, as revealed in rejections 
tor insurance, have a direct and 
serious bearing in the case of an acci- 
dent policy. Collections of indemnity | 
under a health policy have a similar | 
bearin 

The court stated that since the testi- 
mony was disputed by neither party, and 
Since the case was extremely important 
of the precedent established 
through its being the first case of the 
kind tried in the United States, onlv a 
Guestion of law was involved, and that 
it is for the court to decide questions | 
of law. Only the Zurich writes the kind 
ol involved in the case. 


in 
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cause 
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Hold Airplane Death Covered 
’ INDIANA PS LIS, Jan. 30.—In an opinion 
MS week, the Indiana court 
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supreme 











| double 


whtile 
cially 


riding 
operated 


as passengers in commer- 
aireraft are entitled 
correct accident insurance, notwithstand 
provisions 


t 
o 


ing in the policy eliminating 
accidents occurring “while engaced n 
aviation or ballooning.” The decision 
was ina case appealed from the Marion 
county superior court by the Masonic 
Accident, which was ordered to pay in- 
demnity te Mrs. Leona Jackson for the 
death of her husband, Ralph L. Jackson, 
na plane crash several years ago. 


National L. & A. Promotions 


C. W. Golding of Chicago No. 2, H. M 
Walker of Louisville, O. Kiger of Los 
Angeles No. 1 and W. C. Cloy of Jack- | 
son, Miss., have been promoted to super- 
intendencies by the National Life & Ac- | 
cident in their respective districts. | 

Superintendent W. A. Carson, Jr., who | 
has for many years served that com- | 

|} panv as agent and superintendent in the 
Lexington district, has been appointed | 


| manager of the Springfield, O., district | 


Abraham Lincoln Appointments 


H. A. Palmer, formerly vice-president 
of the Great Northern Agency of De- 
troit, which has the general agency for | 
the state of Michigan for the Great | 
| Northern Life, has become district man- | 
ager of the accident and health depart- | 
ment of the Abraham Lincoln Life in its | 
commercial division at Fort Wayne, Ind 
| H. D. Ownby, for the past seven years | 
special agent of the Great Northern Life 
in the Weider agency at Paris, IIL, has] 
been appointed general agent for the 
commercial division of the Abraham Lin- | 


coln Life at Paris. Both Mr. Palmer and 
Mr. Ownby have had many years of ex- | 
perience in accident and health work and 
have been very successful in that field 
Wisconsin National’s Gain 
The accident and health business of 


the Wisconsin National Life of Oshkosh, |} 
Wis.. under the supervision of H lL. 
Brandt, superintendent of the casualty 
department, showed a premium increase 
of $18,000 in 1928, Mr. Brandt's first full 
vear with the company. An excellent | 
agency organization now being built 
up Collections for January will easily 
exceed those of January, 1928, by 20 per- 
cent and it believed that the total 
business for this year will be more than 
that of 1928. | 


is 


is 


Made Field Superintendents 


The Washington Fidelity National 
has announced the promotion of C. A. | 
; Campbell of Chicago No. 1 district to 
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Wanted 


A strong, progressive company 
offers unusual opportunities to in- 
surance agents who are anxious to 
succeed in a really big way. Con- 
crete sales plans plus _ whole- 
hearted, personal co-operation of 
the Home Office assures you max- 
imum financial returns for your 
efforts. 


The 
Company 
of 


Co-operation 
Interested? 


Write for openings! 


Des Moines Life 
& Annuity Company 


| J. J. Shambaugh, President 
| DES MOINES, IOWA 














Friends Everywhere 





ONG established and consistently progress- 
ive, providing perfect protection at a net 
cost which is notably low, and rendering prompt 
and efficient service, the Massachusetts Mutual 
stands out as an ideal company to represent. 
Many years of square dealing are back of every 
one of our agents. They find enthusiastic 
friends of the Company everywhere. 











MASSACHUSETTS MUTUAL 
IFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
More than a Billion and a Half of insurance in force 














26 


* 
field superintendent in that district. Mr. 


Campbell has had a wide experience in 
the business. He built up a large 
monthly debit as a general agent in 


Cleveland, but sold this and entered the 
industrial department as agent in that 
city, later on also serving as field super- 
intendent there. S. E. Williams of St. 
Louis is also promoted to field superin- 
tendent of that district. 


New Seattle Claim Office 


The Northwest Clatm Service Company 
has been formed at Seattle by E. L. 
Baldwin, former superintendent of claims 
for the Continental Life at the home 
office in St. Louis. He will handle acci- 
dent and health claims only. 


Now in All 48 States 


The recent entry of the North Ameri- 


ean Accident of Chicago into Virginia 
now rounds out the operation of the 
company in all of the 48 states. The 


company made a splendid record during 
1928, having recently increased its capi- 
tal from $200,000 to $400,000, following 
which a 100 percent stock dividend was 
declared. 


Evidence Supports Verdict 


Appellee recovered g judgment on an 
accident policy on her husband who was 
shot while at home in his own yard, by 
person unknown. Appellant filed an an- 
swer of general denial and a _ second 
paragraph alleging that insured took out 
the policy on representations that he 
was in the automobile selling business, 
whereas he was in fact engaged in the 
transportation of liquor. Appellee re- 
Plied that his death did not occur in any 
hazardous undertaking, but while at 
home, ete., and that appellant had waived 





the matters alleged by collecting pre- 
miums after knowledge of the facts. 
The answers of the jury are that in- 
sured at time of application in fact had 
a place for sale of automobiles where 
he sold autos. Held that the evidence 
supports the verdict.—-Midland Casualty 
vs. Lucas, App. Ct., Ind. 





Lamb is Appointed Assistant 
Richard W. 
broker in the 
cident in Chicago, 


has been a 
Preferred Ac- 
P has been appointed 
assistant manager by Manager Ray B. 
Kurtz Mr. Lamb specialized on accident 
business and made quite a record in pro- 
duction, 


who 
of the 


Lamb, 
office 


National L. & A. Promotions 





K. M. Kraft of Little Rock, M. Grijalva 
of Los Angeles No. 1, A. Martin of Los 
Angeles No. 2 and T. J. Bentle of Abilene, 
Tex., have been promoted to superin- 
tendencies in their respective districts 
for the National Life & Accident. 

Monarch at San Francisco 

R. H. Turner has been appointed dis- 
trict manager of the Monarch Accident 
at San Francisco with headquarters in 
the Phalen building. The Monarch also 
has district managers at Los Angeles 


Stockton and Sacramento. 


Rummel! Is Claim Manager 


M. W. Rummel has been appointed 
claims manager for the Central Casualty 
of Columbus, 0. For the last seven 
vears he has developed and maintained 
one of the large agencies of the com- 
pany 

Will Liquidate Company 

The Home Accident & Health of Chi- 
enzo, an assessment company, has been 
referred by the Tllinois insurance de- 
partment to the attorney-general for 
liquidation 

Peoria Casualty Licensed 

The Peoria Casualty of Peoria, Ill, an 
assessment accident and health company, 
has been licensed by the Illinois depart- 
ment, 


Kentucky Central Increases Capital 


The Kentucky Central Life & <Acci- 
dent has increased its capital from 
$300,000 to $400,000 The inerease is 
necessary to take care of the enlarged 
business, 

Heat Prostration Involved 
Held that heat prostration, or sun- 


stroke, is a bodily injury, and when suf- 
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fered by one unexpectedly, 


protection of an accident policy insuring Continental 


is within | external, violent and accidental means.— 
vs. 


Casualty Co. Bruden, 


against bodily injuries sustained through | Sup. Ct., Ark. 





INTRODUCE NEBRASKA BILLS 





Would Make Any Person Employed by 
Fraternal Society Ineligible 
as Delegate 





LINCOLN, NEB., Jan. 31.—Repre- 
sentative Druesedow of Omaha has in- 
troduced a bill in the Nebraska legis- 
lature amending the law relating to fra- 
ternal societies by providing that no 
person employed as deputy, clerk, attor- 
ney or holding any other salaried posi- 
tion or receiving a commission for serv- 
ices shall be eligible to be a delegate to 


NEWS OF THE FRATERNALS 





the sovereign camp or any other gov- | 


erning body regardless of whether the 
meeting is held in this state or else- 
where. It exempts the duly elected offi- 
cers of the orders, selected at those 
camps. Mr. Druesedow says that it is 
an effort to restore to fraternals the 
democratic form of government the law 
says they should have. 

Another bill introduced in the house 
would subject all fraternals organized 
or doing business in the state to the 
general insurance laws of the state gov- 
erning company officers as well as the 
laws relating to investments. 


Fraternal Congress Convention 
The annual meeting of the National 


Fraternal Congress will be held at 
Rochester, N. Y., Oct. 19-22. 
Fraternal to Receiver 

Judge H. A. Stump of the superior 

court in Baltimore has ordered the Su- 

preme Lodge of the Court of Honor, a 


Maryland fraternal, into the hands of a 
receiver and has ordered its charter for- 
feited. John Richardson and Arthur 
Siezgk have been appointed receivers. 
Proceedings were started by Thomas H. 
Robinson, attorney general, who points 
out that the membership of the organi- 
zation has fallen off to such extent that 
assessments were becoming prohibitive. 
The resources of the organization are 
said to about $190,000 in cash and 
$120,000 guaranteed mortgages. The 
creditors about 2,500. 


be 
in 
number 
Enjoin Writing Ordinary Policies 
\ suit to enjoin the Woodmen of the 
World from issuing any 20-pay or ordi- 
nary whole life policies has been insti- 
tuted in Omaha by William W. Mace, a 
member, who charges that the officers 
are without authority under the charter 
to write any kind of insurance but that 
of the ordinary beneficiary certificate. 


Incontestability Clause Up 


Plaintiff moved for summary judgment 


on the ground that no issue was pre- 
sented, due to insufficiency of the de- 
fense under incontestability clause of 
the policy. Held that it is immaterial 
what the facts are as to plaintiff's ex- 
traction for the reason that sufficient 
time has elapsed to make the clause 


applicable and it does not reserve as one 
of its exceptions the ground here urged. 


The phrase in the policy that if the 
beneficiary be not a blood relative of, 
insured, the policy shall be void, does 
net overcome or circumvent the incon- 
testability clause. It constitutes in ef- 


statute of limitations and acts as 
While issuance of the policy may 
constitute a violation of the company’s 
constitution and laws, such _ violation 
cannot be avoided against a third party. 
Internally a member may have it can- 
celled before the clause takes effect, or 
creator, the state, may compel ob- 
servance of its charter, but an insured’s 
beneficiary after the time has passed for 
objection, occupies a different status and 
entitled to récover. Motion for sum- 


fect 


i. bar 


its 


1s 
mary judgment granted. Kutchens vs. 
Sovereign Camp of Woodmen of the 
World, Sup. Ct. N. Y¥. Co. Special Term, 
Part IV. 

* * 


Held that a fraternal beneficiary asso- 
clation waives the provisions of its con- 
stitutions and by-laws fixing the age 





limit beyond which applicants will not 
be received into membership on a par- 
ticipating basis in the benefits payable 
to a member for permanent total disabil- 
ity, in the absence of a statutory or 
charter restriction upon the powers of 
such society as to the age of such par- 
ticipating members, by accepting and 
receiving dues and assessments from a 
person known to be beyond such age, 
the payment of which would entitle the 
paying member to such benefits in the 
event of such disability. United Brother- 
hood of Maintenance-of-Way Employes 
& Ry. Shop Laborers vs. Murray, Sup. 
Ct. Okla. 


Fraternal Bills in Texas 


introduced in the Texas legisla- 
Senator Hornsby offered a bill to 
better define fraternal benefit societies 
and defining a lodge system for such; 
requiring a representative form of gov- 
ernment and defining and safeguarding 


been 
ture. 





| but 


the contracts and beneficiaries of such 
societies and providing the membership. 

A bill by Representative Savage au- 
thorizes fraternals to provide insurance 
and annuities on the lives of children 
and prescribes the basis of contribution, 
standards of mortality. 


Court Must Settle Question 


A Kansas court will have to make an 
order so that the life insurance of a 
former citizen may be devoted to the 
purposes he _ intended. William Mc- 
Knight held a certificate of the A. O. 
U. W. payable to his minor daughter. 
When his wife died her sister, Miss Lot- 
tie Aiken, took charge of the daughter. 
On his deathbed in a San Francisco hos- 
pital, Mr. McKnight asked that the 
beneficiary be changed to Miss Aiken 
with instruction that the proceeds be 
used to pay his debts, the hospital bills 
and funeral expense and the balance used 
for the support of his daughter. 

The change was made on the policy 
after his death it was discovered 


|that a sister-in-law could not be made 





| the beneficiary of a fraternal insurance 
Several bills affecting fraternals have | 
| to 


policy so the company had to decline 
pay the claim to Miss Aiken. Now it 
will be necessary to havea friendly law- 
suit brought in some Kansas court and 
get an order directing that the money 
be paid to Miss Aiken and used accord- 
ing to directions. 








NEWS ABOUT LIFE POLICIES 











New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


“Unique Manual- | 

















THREE NEW POLICIES ISSUED 
Bankers National Life Withdraws Ordi- 
nary Policy and Offers New 
Contract to Agents 





Jersey has withdrawn the ordinary life 
policy it has heretofore been writing 
and has issued three new policies: an 
ordinary life regular, preferred risk (or- 
dinary life), and endowment at 85. The 
ordinary life regular is issued in amounts 
of $1000 to $9500. This policy is par- 
ticipating, but due to the low premiums, 
no dividend is to be expected before 





four or five years. The preferred risk 
ordinary life policy will not be issued in 
| amounts less than $10,000. The endow- 
ment policy maturing at age 85 will be 
issued in amounts of $1000 to $250,000. 
Dividends will be payable the first vear 
and thereafter. The three policies pro- 
vide for disability and double indemnity 
for an extra premium. The rates on the 
new policv at five-year intervals are 
civen below: 


Three Rates Per $1,000 





Ord. 2 
Ag \ge Life 
15 10. 24.64 
9 5. 81 
25. 50. 36.88 
a 55..46.59 
4 60 60.10 


Sun Life of Baltimore 


The Sm Life of Baltimore is now 
sending out its second voluntary quin- 
quennial dividend. checks on ordinary 
policies amounting to $12.50 on every 
$1,000 The Sun Life claims to be the 
first company in the history of life in- 
surance to pay voluntary dividends on 

participating low rate ordinary | 25 

’ ‘ This company ssued during 
the fall its new $5000 preferred risk pol- 
icw for select occupations at low ‘rates. 
For example 1t awe 35 $104.50 is the 
premium for $5,000 The company has | 
assets of more than $8,000,000 and over 
$90,000,000 insurance in force. 





Lackey ‘December Leader 


George E. 
the Massachusetts Mutual Life in Okla- 
bhoma City, was recently stated to have 


| 
| 


The Bankers National Life of New | 





Lackey, general agent of 





| been the leading producer for the Mas- | 


sachusetts Mutual last year. He led the 
field of both general and special agents 
| in December, but not through the year. 


ISSUES NEW DIVIDEND SCALE 


Continental Life of St. Louis Announces 
Increase in Schedule 
Effective March 1 


The Continental Life of St. Louis has 
announced a new dividend schedule ef- 
fective March 1, 1929, on its participat- 
ing policies. The outstanding feature 
of the new scale is the increase in divi- 
dends at the younger ages on the 3 
percent policies. There is a substantial 
increase in all endowment forms. The 
new scale on the principal policies foi- 





| lows: 
Ordinary Life 
——————-Dividend Year——_——_>, 
Age Prem. 3 5 10 20 
5 5.07 5.56 6.74 
5.44 6.00 7.32 
5.88 6.54 8. 
6.40 7.13 &% 
7.00 7.89 10. 
+ 7.77 8.90 11. 
4 3f t 3 8.84 10.25 13.2! 
_, Ee 47.99 9.43 9.74 10.37 12.03 15.4! 
. eee 60.44 10.56 10.93 11.69 13.64 17.43 
ineas 77.46 12.00 12.45 13.37 15.61 19.81 
20-Payment Life 
— -Dividend Year—— — 
Prem 3 3 5 20 
6.77 5.79 6.00 7.69 10.91 


6. 
6. 
7.3 
 - 
8. 
9. 











60 eras 
y 
—__————Dividend Year————, 
Age Prem. 2 3 5 0 =! 
| 14.12 1 4.40 
RS 15.59 3.3 4.0 
25 17.47 5.30 
30 19,89 5.95 
35 3 6.98 
0 9 8.37 
45. 10.1 
50. 12.98 
ee 14.3 
RR li 
Preferred Risk—20 Pay 
— ——Dividend Year — 
, 3 5 


Age Prem. 4 
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LIFE 


(CONT'D FROM PRECEDING PAGE) | 


20-Year Endowment Age Prem. : ® 10 20 
—————Dividend Year———_—_, _ ee 83.26 12.44 12.98 14.09 17.01 25.58 
Age Prem. 2 3 5 10 20 | Endowment at 65 
15..... 47.38 6.30 6.79 7.80 10.69 18.35 | 15..... 19.25 4.93 5.04 5.28 5.95 7.63 
20..... 47.91 6.60 7.08 8.09 10.97 18.66 | 20..... 2 7 5.41 5.70 6.52 8.50 
ee 48.61 6.95 7.43 8.44 11.32 19.03 | 25..... 5.86 6.22 7.21 9.62 
0..... 49.54 7.37 7.84 8.85 11.67 19.49 | 30..... 6.43 6.87 8.04 11.15 
SS 50.89 7.87 8.33 9.30 12.12 20.08 | 35. 7.14 7.66 9.19 13.32 
or 52.90 8.41 8.87 9.86 12.74 20.81 er 8.11 8.83 10.90 16.52 
C—O 56.10 9.17 9.66 10.68 13.58 21.78 ere 9.66 10.68 13.58 21.78 
60..... 61.44 10.33 10.84 11.88 14.79 23.13 | 50..... 12.22 13.74 18.14 e° 
55..... 70.03 11.25 11.76 12.82 15.75 24.21 154..... 106.46 14.08 15.16 17.45 24.34 


INSURANCE 


EDITION 











——Dividend Year—— 
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NEWS OF THE JOHN HANCOCK | 

Some Notable Appointments Have Re- | 

cently Been Made to Fill Vacan- 
cies of Superintendents 





With the opening of the John Han- 
cock’s new agency at Johnstown, Pa., Wil- 
liam J. McDevitt becomes superintendent. 
He became connected with the company 
at Chester, Pa., eight years ago. In 1922 
he was appointed assistant superintend- 
ent there. 

Thomas J. Nicholson has 
pointed superintendent of the John 
Hancock's new agency at Pontiac, Mich. 
He started as an agent at Detroit 1 five 
years ago, and in 1925 was appointed as- 
sistant superintendent. 

John C. Sullivan has been appointed 
superintendent at Youngstown, O., a new 
office just opened. He entered the serv- 
ice of the John Hancock five years ago 
as agent at Rochester, N. Y. Three 
vears ago he was made assistant at 
Cleveland. 

Succeeding Patrick Lyne, who recently 
resigned the superintendency of the 
John Hancock at Chicago 5, James Mor- 
gan has been transferred to Springfield, 
Il. Mr. Morgan entered the Lawrence, 


been ap- 


Mass., office as an agent in 1916. Three 
years later he became assistant super- 
intendent at Waterbury, Conn., and in 


1926 superintendent at Springfield, Il. 
The Springfield agency gave a dinner in 
honor of Mr. Morgan before he left and 
welcomed the new superintendent, 
Thomas J. Burns, who was promoted 
from the agency. Supervisor of Agen- 
cles Harry J. Koops, and Home Office 
Inspector Victor J. Butts were present 
ind gave talks. 


Assistant Superintendent Warren R. 


Marshall, in charge of the Joliet, Tl, 
office, died the other day. He went with 
the company at little more than a year 


ago, 





NEWS OF THE PRUDENTIAL 





Some of the Activities of the Men in 
the Field Who Are Doing 





Things 
L. F. Wagner, who entered the serv- 
ce of the Prudential on Aug. 4, 1919, as 
an agent in Buffalo No. 3, has been 


Promoted to be an assistant superintend- 
ent, to operate in the Buffalo No. 4 dis- 
trict 

Howard L. Smith, assistant superin- 
tendent in the Binghamton No. 2 dis- 
‘trict, entered the service of the company 


jan. 27, 1894. Active service was dis- 
continued by him on Jan. 19 last, after 
having completed 35 years His retire- 


ent is effective Feb. 23 

The three leading superintendents of 
ivision B are M. J. O'Brien of Flushing, 
P. Larkin of Maspeth, and L. S. Green- 
Brooklyn No. 8, who lead the 
division in the standing of districts de- 
termined by rank in all nine items for 
1928, 

The final 


ere of 





tabulation of the industrial 








faders of Division E for 1928 has been 
Prepared and the following are listed 
pon honor roll: 

Superinte ndents Emmett P Carroll, 
E James W. Loynd, Tarentum, and 
Will um J. Rogers, Pittsburgh No. 2, are 
"€ first three leaders in actual increase. 
The ass stanecy leaders are the follow- 


lugh P. Kane, 
le Mard, Pittsburgh No. 
arentum; Raymond S. 


Sraddock: William J. 
2; Bain Ramsey, 
Walentowski, 


ha 


J¢, and John C. Fulton, Dubois. | 
The agents who are in the forefront 
‘re: Anthony Mastromonaco, Pittsburgh 
~y i: Thomas S. Dornan, Dubois: Calvin 
~herry, Tarentum; Ernest B. Peter- | 
‘on, Dubois; Fred C. Phillips, Erie; 


Joseph D Darr, Pittsburgh No. 5, and | 


Albert ©. Bieber, Tarentum. 


| the 


PRUDENTIAL’S APPOINTMENTS 


Chicago Man Completes 20 Years of 
Service—Number of Promo- 
tions Made 


Frank F. Grunewald of the Milwaukee 
No. 3 district has been appointed assist- 
ant superintendent in the same district. 
Several agents were admitted to the 
Prudential “Old Guard” recently. 

Feb. 3, 1929, will mark the completion 
of 20 years of continuous service in the 


company for George Hili, special agent 
in the Chicago No. 4 district. 
William G. Richardson has been ap- 


pointed assistant 
Vancouver, B. C., district. 

Jean L. Paradis recently was  pro- 
moted to be an assistant superintendent 
in the Montreal No. 2 district. 

Superintendent G. J. Wink of the Lan- 
caster, Pa., district was the leader of 
Division D in ordinary net increase per 
man for 1928, and Superintendent C. S, 
Snyder of York, Pa., headed the list in 
actual increase per man. Superintendent 
O. A. Woods of Philadelphia No. 11 was 
the leader in amount of monthly income 
business procured in Division D. 

Joseph Massey of the Philadelphia 
No. 9 district and Thomas A. Gilligan 
of Philadelphia No. 2 district were re- 
cently promoted to assistant superin- 
tendents in their respective territories. 

Division F announces the following re- 
cent promotions to assistant superin- 


superintendent in the 


tendent: Benjamin H. Atkinson, Fair- 
mont, W. Va.; Nick PD. Dicklich, Cleve- 
land No. 3; Robert Kaufman, Mansfield, 


O.; William N. Lucas, Cleveland No. 6, 
and Harry A. Brunner, Cleveland No. 1. 


Western & Southern News 


Agent A. M. Herity of the 
office of the Western 
committed suicide 
himself 

Assistant Bamberry of 
and Agent H. O. Kessinger, 
O., attained membership in 
nifying 30 years’ continuous’ service; 
and one veteran, Agent E. A. Johnson, 
Columbus North, reached Class II, 25 
years. Agent Kessinger was honored by 
a banquet. 

The Sidney, O., office has 
solidated with the Piqua, O., district and 


Ironton, O., 
& Southern Life, 
Jan. 23 by shooting 


Mansfield, O., 
Chillicothe, 
Class I, sig- 


been con- 


will be operated from that city. The 
Dearborn, Mich.. office has been ab- 
sorbed by the Detroit South district. 


The Western & Southern announces 
the promotion of the following agents 
to assistant superintendents: W. Fish- 
wick, Hamilton, 0.; F. Turbiville, Royal 


Oak, Mich.: E. Gunnell, Detroit South; 
E. Miller, Cleveland South; A. J. Endres, 
Coshocton, O.: F. M Lux, Chicago 
South: F. Fitzuk, Roseland, and F. War- 
ner, Midland, Mich. 


H. L. Teegarden Honored 

Teegarden, Detroit, field super- 
visor in Michigan of the Western & 
Southern Life, was honored on his tenth 
anniversary of service with the company 
at a banquet in Lansing last 1] 
Michigan representatives of the cs 
who have seen five years’ or more sery- 
ice were in attendance Speakers in- 
cluded, in addition to the honor gues 
Henry Zoercher, Detroit, president of the 
Western & Southern Legion, Michigan 
chapter; C. L. Dougherty, superintendent 
of the Lansing district; Fred Henkle 
R. Carson and Robert Adams, Detro:t 
district superintendents; Superintendents 
E. King, Wyandotte; D. Tow, Pontiac; 
M. B. Alexander, Grand Rapids, and J.B 
Doyle, Cincinnati, publicity manager of 
company. <A business meeting fol- 
the banquet. 


H. L 


week All 


ympany 


lowed 


Metropolitan’s Canadian Changes 
The Canadian head office of the Metro- 
politan Life announces the following 
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Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were only 


a few Life Insurance Companies 


in the United States. 


Through 


the Wars, Panics and Epidemics 


of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 


surance. 


The Mutual Benefit Life Insurance Co. 
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changes in the field: W. E. Crossey, as- 
sistant manager at Toronto, jis appointed 


manager at Niagara Falls, Ont; J. R. 
Roulet, manager at Levis, Que., is ap- 
pointed general assistant manager in 


Canadian territory; A. Loranger, assist- 
ant manager in the Montreal district, is 
appointed general assistant manager in 
Canadian territory; Percy Miles of Win- 
nipeg is appointed assistant manager at 
Fort Williams, Ont.; J. Brownlee, mana- 
ger at Windsor, Ont., is appointed for 
the Ottawa district; J. Goddart of the 
Vancouver oflice is appointed general as- 
sistant in the Canadian head office. 





Industrial Life’ Decision 


the insured executes and has 


Where 





attached to an industrial life policy a 
rider authorizing payment of insurance 
to her niece, who pays the premiums on 
the policy until the death of insured, 
held that the execution of the rider does 
not assign the policy to the niece, does 
not make her a beneficiary and does not 
deprive insurer of the right to exercise 
an option given in a facility of payment 
clause to pay -the insurance to any rela- 
tive or person obligated to insured or 
who has paid for the burial of insured, 
where the rider expressly provides that 
it shall not affect such right of option, 
and a beneficiary nct being named, only 
the personal representative is entitled to 
sue on the policy —McDaniels vs. West- 
ern & Southern Life, Sup. Ct., Tl. 








NEWS OF LOCAL ASSOCIATIONS 








CONGRESS HELD AT OTTAWA 


Dr. C. J. Rockwell Conducts Three- 
Day Meeting Under Auspices 
of Dominion Association 


A three days congress was con- 
ducted by Dr. C. J. Rockwell, under the 
auspices of the L ife Underwriters Asso- 
ciation of Canada. 

Dr. Rockwell spoke on 
for Modern Underwriting.” He quoted 
Vincent Massey as saying: “The force 
of salesmanship was never more usefully 
applied than in the selling of life insur- 
ance.” He went on to explain new 
methods of discovering insurance pros- 


“New Fields 


pects. In the afternoon Dr. Rockwell 
spoke on “Service to the Living Busi- 
ness” and “E quipment for Selling Busi- 


ness Insurance.” 
Standards Being Raised 


The standards of the Life Underwrit- 
ers Association of Canada are being 
raised every year, E. V. Chown, Domin- 
ion secretary, declared at the second ses- 
sion of the congress. Dr. Rockwell 
then delivered an address on “How to 
Use Literature and Circulars.” 

At a luncheon, G. D. Finlayson, super- 
intendent of insurance for Canada, de- 
livered an address of particular interest 
to members of the association. 

At the closing session Dr. Rockwell 
delivered two addresses s, on “Selling the 
Young Man” and “Measuring and Im- 
proving Personal Efficiency.” 


Education Proves Value 


Speaking on “How Service Leads to 
3usiness,” F. W. Hewitson declared his 
belief in the necessity for agents learn- 
ing the needs of their clients to such an 
extent that they would be able to give 
them just that service which they re- 
quired. Such education, he declared, 
has already shown that it brings a very 
appreciable increase in the volume of 
business, 

Mr. Chown paid a hearty tribute to 
the work Dr. Rockwell has done in the 
furtherance of life insurance and _ the 
improvement of service and methods of 
approach, 

x kx x* 

Boston.— Willis J. Blackwell, associate 
general agent of the Penn Mutual Life 
in New York City with the McWilliams 
& Hyde agency, emphasized the impor- 
tance of “work” in an address before 
the Boston association at its monthly 
luncheon, It was the opening meeting 
for the new president, William E. Hewitt, 
and the program went along with un- 
usual snap. A questionnaire was circu- 
lated asking the members for an expres- 
Sion of views as to the most desired 
characteristics of future meetings. They 
will be analyzed later. 

Mr. Blackwell ‘told the members it is 
necessary to love work or it becomes 
drudgery and that life insurance can 
not be written sitting in an office chair, 
“no matter how hard you rock.” 

*x * K 

Sioux City, Ia.—The Sioux City asso- 
ciation held its annual banquet at the 
Elks club last Saturday evening, with 
85 percent of the association’s member- 
ship in attendance. Wives and friends 
were guests at the banquet which was 
followed by a program of entertainment 
and dancing. 





NEW COMMITTEES APPOINTED 


Minneapolis Association to Cooperate 
With Trust Companies and ‘ 
University 


The two new committees announced 
at the first meeting of the Minneapolis 
Association of Life Underwriters for 
1929 indicate the trend in the associa- 
tion. They are the committee to co- 
operate with trust companies and the 
committee to cooperate with the Uni- 
versity of Minnesota in putting on the 
course meetings and degree of C. L. U. 

A resolution was passed unanimously 
calling upon the members to support, 
by writing .to their companies, the Na- 
tional association’s plan of national ad- 
vertising. 

Among the guests was 5. i Williams, 
vice-president in charge of agencies of 
the Phoenix Mutual Life, who stated he 
would be in Minneapolis for five or six 
months and expected to attend further 
meetings of the association. 

Mackie Chief Speaker 


The chief speaker was J. H. W. 
Mackie, vice-president of the John Han- 
cock Oil Company, who has been in 
some phase of the automobile business 
for the past 25 years, prior to which 
time he was in the life insurance busi- 
ness. Mr. Mackie stated that conditions 
have improved in the life insurance —_ 
ness since the days when he czrried 
rate book. He recalled the time ee 
one of the leading business men of Can- 
ada now holding a high governmental 
position wrote a letter to him and to 
several other companies, stating that he 
was about to take out $75,000 of “fe in- 
surance on the 15-year endowment plan, 
and that he had looked up the compa- 
nies to which he was writing and that 
they were satisfactory to him. [ic said 
he would give the business to the com- 
pany which gave him the largest rebate 
on the first year’s premium. Mr. Mackie 
said that he had a contract calling for 
85 percent commission on the first year 
and that he made a proposition to the 
prospect that he would take the busi- 
ness and only take 5 pereent commis- 


sion for himself. He said he lost the 
business. 
Trophies for bringing in new mem- 


bers during 1928 were awarded to I. 
Robert Campbell of the New York Life, 
who brought in 21 paid applications; 
Edwin Pickhardt, general agent for the 
Connecticut Mutual, who scored 14 
times, and Cliff Booth, supervisor for 
the Aetna, who brought in 12 new mem- 
bers. 
* * x 


JOINT SESSION ON FEB. 19 





San Francisco and East Bay Associa- 
tions Will Hear Hull at 
Banquet 





Karl L. Brackett, chairman of the 
joint annual sales congress of the San 
Francisco and East Bay Life Under- 
writers Associations which is to be held 
in San Francisco on Feb. 19, has an- 
nounced a unique and unusual program. 


Commencing at 10 a. m. a general ses- 
sion will be held until nogn. During 
the luncheon hour the underwriters will 
be divided into round table groups of 
those writing $1,000,000 or more; $500,- 
000 to $1,000,000 and $250,000 to $500,- 
000. It is also planned to have a special 
group for women underwriters. 

The afternoon session is to be divided 
into three sections: business insurance, 
personal insurance and fundamentals, 
the association members choosing which 
section they desire to attend. 

The annual banquet will be held in 
the evening with Roger B. Hull, man- 
aging director of the National associa- 
tion, as the principal speaker. 

Chairmen for the,various sections and 
sgroups have not yet been announced by 
Mr. Brackett. 


BEGINS TRUST INSTITUTE 


Chicago Association to Start New 


Cooperative School for 
Producers March 6 


Indicative of the value the life under- 
writer and the trust officer place on in- 
surance-trust cooperation, and as a fur- 
ther move in bringing these modern 
conservation elements closer together, 
the Chicago Association of Life Under- 
writers through its special committee of 
the life trust round table of the organ- 
ization has perfected a plan for a life 
insurance trust school that will open 
March 6 and will continue until May 
22. It is to have the cooperation of a 
group of trust companies in Chicago’s 
loop. It will be known as the Life 
Trust Institute of Chicago. 

The plan calls for a session of the 
institute to be held each Wednesday 
evening for two hours, one hour to be 
devoted to the life insurance trust 
theory and to be handled by an expert 
teacher, and the second to be given over 
to analyses of practical trust problems 
—illustrated by actual case reports—by 
Chicago trust men and life salesmen. 
The classes will be held down to about 
60 students. A fee of $25 will be re- 
ceived from Chicago men—who must be 
members of the association—and a fee 
of $50 from men living 100 or more 
miles from Chicago. Classes will be 
held in the lecture rooms of the Ameri- 
can Institute of Banking, 164 W. Mon- 
roe street. 

The first move in the direction of such 
an institute was made when the Chi- 
cago association launched its monthly 
paper, “Life Values.” The second move 
was organization of the life trust round 
table. The work of Clinton F. Criswell, 
secretary-manager of the association, 
has been invaluable in this work. He 
is chairman of the round table special 
committee that brought the trust insti- 
tute idea into action. 

The institute will 
strictly university lines. 
will participate in quizzes and recita- 
tions and will receive certificates of 
graduation when the courses have been 
completed. The presentation of these 
certificates probably will be made at the 
regular meeting of the qmeetien in 
May, at which it is expected Dr. S. S. 
Huebner of the Wharton school of fi- 
nance and commerce, University of 
Pennsylvania, will be the speaker. 

* * * 


TELLS WHAT AGENT EXPECTS 


be conducted on 
The students 


Berlet Resigns As Chairman of Phila- 
delphia Conference—J. O. Jensen 
Elected Temporary Chairman 


What does the a expect from the 
general agent? G. G. Terriberry, of the 
Beers & DeLong BR of New York, 
told the January luncheon-meeting of 
the friendly conference of general 


agents, managers and superintendents of 
the 
Underwriters, 
things. 

He declared that about 15 percent of 
the agents write most of the business 


Philadelphia Association of Life 
that it was many, many 








and that the other 85 percent are simply 
peddlers. And, he said, the new agent 
would expect to receive from the gen- 
eral agent a sales plan to take him out 
of the class of the 85 per cent. He 
would also expect the general agent to 
fit the sales plan to his individual ability. 

The new agent also would expect help 
in prospecting. He would expect field 
service —help in getting him started, 
supervisors working with him and aid- 
ing him in closing his cases at the start. 

Expect Financial Guidance 


He went on to say that the agent ex- 
pects financial guidance. By that, he 
said, he didn’t mean financing, but ad- 
vising. As an example, he cited his 
own case. When he entered the busi- 
ness, he had three children and a certain 


amount of overhead. He set aside a 
certain amount of his commissions 
which was deposited in the agency. He 


put himself on a salary—“I raised my- 
self the first of January”—and every 
month a check is mailed him. He added 
that he was still on the salary basis. 


People Buy Ideas 


said Mr. Terriberry, 
source of ideas. 
life insurance—they 


“The old man,” 
“expects continued 
People don't buy 
buy ideas.” 

He went on to say that the old agent 
expects the general agent to periodically 
review his business in a friendly man- 
ner and to offer suggestions. He ex- 
pects the general to show him how to 
keep his records. He also expects in- 
telligent clerical service and courteous 
telephone service. 


Elect Berlet Honorary Member 


Among other things that he said the 
cld agent expected from the general 
agent were: Stimulation by way of 
friendly contest—not “crazy contest.” 
Help on surplus lines. General agents’ 
time “should be available for personal 


talk with agent at short notice.” Pros- 
pects occasionally by way of age 
changes, policyholders moving, etc. 


J. Berlet, who has just opened “in- 
dependent life underwriting offices,” re- 
signed as chairman of the conference 
as a result of his new connections, and 
James O. Jensen of the Penn Mutual 


Life, was elected temporary chairman. 
The meeting, by an unanimous vote, 
made Mr. Berlet an honorary member. 


*k «ek x 
Miami, Fla.—More than 125 life insur- 
ance officials and salesmen of metro- 
politan Miami attended the luncheon 
meeting of the Miami association, of 
which Harold G. Sweet is president. The 
speaker was L. Brackett Bishop of Chi- 
cago, veteran of more than 40 years in 
the life insurance business and former 
president of the National Association of 
Tdife Underwriters. He stressed the im- 
portance of life insurance as a form of 
thrift. Mr. Bishop stated that he has 
written approximately $10,000,000 of in- 
surance. An out-of-town guest was 
Frank P. Deering, Florida state manager 
of the Mutual Life of New York. 
*x* * * 
0.—Edward M. MeMahor, 
trust officer of the Equitable Trust Com- 
pany of New York, addressed a joint 
meeting of the Youngstown association 
ana the presidents of Youngstown banks 
About 250 men were present to hear the 
address, which was educational and in- 
spirational. The speaker pointed out the 
cooperative nature of the interests of th 
life insurance man and the trust officer 
and detailed the benefits accruing to each 
from harmony of action. Others wh® 
spoke were President W. Lee Mullen of 
the association, E. A. Adams, chairman 
of the meeting, and A. H. Bennell, spe- 
Mutual Life 


Youngstown, 


cial representative of the 
of New York. 
* * 
Lafayette, Ind.—Charles M. Biscay, 


home office executive of the Western & 
Southern Life, addressed the Lafayette 
association Saturday. His subject ws 
“The Advantages of a Life Underwriters 
Association to All Life Underwriters.” 

Mr. Biscay said in part: 

No man who makés life insurance his 
vocation should deny himself the advan- 
tages gained by membership in the local 
life underwriters association, he said. He 
benefits by contact with men who are 
successful life insurance salesmen. He 
places himself immediately on a par with 
the lawyer, the doctor, the architect, ce 
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tified public accountant and many other 
professions. The public being edu- 
cated to do business with the man who 
is affiliated with the recognized official 
bodies of the various professions. 

Among other statistics given, Mr. Bis- 
eay declared that the amount paid by 
life companies to Lafayette beneficiaries 
in 1928 is estimated at over $500,000, and 
to the people of Indiana almost 
$40,000,000. Nearly 31,000 automobile ac- 
cidents occurred last year throughout the 
United States. Mr. Biscay also spoke on 


is 


institutional advertising of life insur- 
ance in the daily newspapers which 
Bruce Barton advocated so strongly at 


the convention of-the National Associa- 
tion of Life Underwriters at Detroit a 
short time ago and which subject is now 
widely discussed by many life under- 
writers associations throughout the 
country. 

*x* * * 
Duluth, Minn.—The monthly 
and luncheons of the Duluth association 
are being more largely attended than 
ever before in its history, under the di- 
rection of President C. L. Swanson, gen- 
eral 


meetings 


agent of the State Life at Duluth. 
At the last monthly meeting a talk was 
given by lL. G. Castle, cashier of the 


Northern National Bank of Duluth. 

Seattle, Wash.—The January meeting 
of the Seattle association took the form 
of a huge mass meeting of life insur- 
ance men for an observance of Thrift 
Week. 

Led by V. Webner Weidemann of the 


Sun Life, president of the organization, 
the association put over an ambitious 
program in which prominent speakers 


took part. I. R. Perkins of the Travelers 


presided and W. G. G. Benway of the 
Union Central was one of the speakers. 
Nathan Ekstein, civic leader and one 


of the most heavily insured men in the 
city, urged young couples to purchase 
an Insurance policy rather than a wed- 


ding ring. He declared life insurance 
should be given a new name, such as 
“protective investment.” 

* * 


Binghamton, N. Y.—Prof. S. S. Huebner 
of the Wharton School of Finance & 
Commerce, University of Pennsylvania, 
will address the Binghamton association 
Feb. 14. Life underwriters from all 
cities and villages in southern New York 
and northern Pennsylvania are expected 
to attend the meeting. 

x * * 

San Francisco.—A. Lenox Uhler of the 
Lincoln National Life has been appointed 
chairman of the “leading producers din- 
ner” of the San Francisco association, 
which is to be held the last week in 
January or first week in February. 

The joint annual sales congress will 
be held Feb. 19 with Karl L. Brackett as 
chairman. It is planned to hold after- 
noon and evening sessions, with a 
banquet. 

* * * 

Davenport, In.—S. W. Sanford has been 
chosen national committeeman to serve 
the unexpired term of George Harding, 
who recently moved to Kansas City, by 
the Davenport association. Three new 
men were elected to membership at the 
recent meeting of the association. 


a 


Ogden, Utah.—Interest in the Ogden 
association is being revived. This or- 
fanization flourished for a time and at 


1 largely attended meeting last week 
twas decided to organize again. V. J. 
Harrop, local manager of the Equitable 
Life of New York, was appointed chair- 
man of a committee charged with the 
responsibility of organizing the life men 
f the city and getting a charter for the 
hew association. 

*x * 

Minneapolis.—An essay contest on “In- 
surance as an Investment,” conducted 
by the Minneapolis association, has just 
losed. The contest was open to students 
from the sixth grade through college. 

The judges will be Leon A. Triggs, 
President of the Minneapolis association; 
Russel Stevenson, dean of the school of 
business, University of Minnesota; Harry 
Bruchholz, secretary of the First Minne- 
polis Trust Company. 

_ Fort Dodge, Ia.—Members of the Fort 
Dodge association held their annual 

Follies” last week. 

Approximately 50 members and their 
Wives were present at the dinner which 
Was followed by a program of enter- 
Sinment. A theater party concluded the 
‘vening. 

x * * 

Waterloo, Ia.—Martin Seltzer, Des 
Moines, field. supervisor for the Aetna 
Life in Iowa, will be principal speaker 
‘ the Waterloo association meeting 


fications of licensed insurance men 


adopted in some states and being urged 
by underwriters in Iowa will be dis- 
cussed. 


Bd * * 
Galesburg, Ill.—Ralph Lowes, Peoria, 


vice-president of the Illinois Life Asso- 
ciation, and C. T. Wardwell, also of 
Peoria, general manager of the Equita- 
ble Life, were speakers at the monthly 
meeting of the Galesburg association at 
which newly elected officers assumed 
charge. J. Walter Tarpy is the new 
president, succeeding Gay McGill; J. Lee 
McConnell is vice-president, and Sidney 


Wirt, secretary-treasurer. 





x * 
Zanesville, O0.—H. M. Moore, manager 


of the Columbus office of the Sun Life 
of Canada, addressed the Zanesville, O., 
association last week on “The Ap- 
proach.” 
* * « 

Grand Rapids.—The Grand Rapids as- 
sociation was host this week to Dr. 8. 
S. Huebner, Philadelphia, dean of the 


American College of Life Insurance and 


head of the Wharton School of Finance 
& Commerce at the University of Penn- 
sylvania, who addressed the organiza- 
tion at a dinner meeting. K. A. Luther, 
vice-president of the Aetna Life, who 
was present in the city for an agency 


meeting, also gave a talk to the assem- 


bled life salesmen. Dr. Huebner’s sub- 
ject was “The Economic Services of 
Life 


Insurance.” 
* * * 
Michigan.—Presidents 
local life underwriters’ associations in 
Michigan met this week in Flint, to or- 
ganize a state association to function 
on lines similar to the national body. 
Ernest W. Owen of the Sun Life office 
in Detroit, secretary of the national 
body, presided. National committeemen 
of the local societies also attended. 

x * * 
Superintendent 
be guest of honor 
meeting of the New 


of the various 


Albert 
at the 
York 


New York. 
Conway will 
next dinner 
association. 

Other notables will be present includ- 
ing: Dr. S. S. Huebner, dean of the 
American College of Life Underwriters, 
who will speak on “Life Insurance: A 
Financial Program for Family and Busi- 
ness.” 

The meeting will be for policyholders 

in particular. It will be remembered 
that Dr. Huebner two years ago received 
the greatest ovation ever given a 
speaker on these occasions. 
In connection with this announcement 
is also stated that the sales congress 
and annual banquet of the association 
will be held March 14. Details of the 
program have not as yet been worked 
out. 





it 


xk xk * 

Kansas City, Mo.—Dr. 
Huebner, dean of the American College 
of Life Underwriters, addressed the 
Kansas City Life association this week. 


Solomon S&. 


ok * 4 
Rhode Island—The Rhode Island asso- 
ciation has adopted an abbreviated edi- 
tion of the chart of ethics as a basis 
for its membership. D. T. Torrey, presi- 
dent, explains the abbreviated form was 
accepted because it was believed mem- 
bers could and would live up to its 
regulations better than when the ethics 
Permission 


code is more complicated. 
was received from the national organi- 
zation to make these changes. 

The present membership of 120 will 


have the opportunity individually given 
to accept with or without exceptions, 
over their own signature. All future 
members will be admitted on the basis 
of their acceptance of the rules and 
principles as stated in this chart. 

XK * Be 
Richmond, Va.—Roger B. Huli, man- 
aging director of the National Associa- 
tion of Life Underwriters, was accorded 
a warm and cordial welcome when he 
visited Richmond this month and ad- 
dressed members of the Richmond asso- 
ciation at their January dinner-meet- 
ing. An unusually large number of un- 


derwriters were present to hear him. 
In his address, he pleaded for higher 
ideals in life insurance. In many lines 


of business there is a trend in this direc- 


tion, he said. It was his second trip to 
Richmond since he assumed his present 
post. 


* *K * 
Winnepesaukee — Another local life 
underwriters’ association has been added 
to the growing list in New England. 
During the past week the life salesmen 
of the Lake Winnepesaukee section of 
the state gathered at Lakeport, on the 
lake, and organized the Winnepesaukee 
Association of Life Underwriters. Chris 
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Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If you have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 

The standard size is $2.25 and the large size, 


$3.15. Quantity rate gladly furnished on ap- 
plication. Other wallets from 65¢ to $5.00. 


E. L. KAUFMANN 
Room 700, Austin Bldg. 

111 W. Jackson Blvd. ;¢ 
Telephone Wabash 393% 


Chicago, Ill. 














FORTY-FOUR PER CENT 
ON POLICY HOLDERS 


The Bankers Life Company established two records in October, 1928, 
“Policy Holders’ Month.” 


The paid-for production of $17,708,649 was the greatest October total, 
and the second greatest total for any month, in the Company's 
history. 


More than 44 per cent of the October production was written on 
Bankers Life policy holders—another Onward March record. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 


Established 1879 DES MOINES, IOWA 























Allen of Manchester, N. H., president of 








Years of Life Insur- 
ance Ideals and Service e 


An ideal became a reality when, on February Ist, 1843, “THE MUTUAL LIFE 
OF NEW YORK” issued its first policy. The business of life insurance on the mutual 
plan started in America then and there. 

Priority in its field is not the Company's claim to greatness—age in itself is no great 
distinction. THE MUTUAL LIFE began with high ideals of business conduct, which 
still prevail. It aims at quality and to be highly honorable in all its d 

In its relations with policyholders and their representatives THE MUTUAL LIFB 
has an outstanding record. 

Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President and Manager of Agencies 


34 NASSAU STREET NEW YORK, N. Y. 






































We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 

1. Ordinary Life Special $5,000. 
2. Personal Life Monthly Income for Rejected Risks. 
S. The Best and Most Liberal Sub-Standard Facilities. 


4. Children’s Educational Policies age 1 day to W years. 
5. Up-to-date Health and Accident Policies. 


e Very desirable territory open in 
OHIO — INDIANA — KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 








| the New Hampshire association, was in 


lis, Emile Houle and Alphonse Michaud, 
} all of Manchester. 

The new association starts off with 
some 30 members and has elected the 
following officers: President, P. H. Fox; 
vice-president, R. H. Sharpe; secretary, 














BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openings in Texas, Oklahoma, 
Arkansas, Missouri, Kansas, New Mexico, Arizona and California. 
Liberal first year and renewal commissions, together with exceptional 
line of policies and other attractive inducements offered to capable men 
of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 

















Go Into Business with 
Us on the 



































general charge of the organization 
meeting and was assisted by R. T. Wil- 


J. Nichols; treasurer, E. H. Behan. The 
new officers will serve until June, which 
marks the end of the regular year. 

* * * 

Oregon — Demonstrations of selling 
life insurance featured the monthly 
meeting of the Oregon association in 
Portland. The demonstration was con- 
ducted by J. H. Bond of the life insur- 
ance class of the University of Oregon. 











NEWS OF CONSERVATIVE LIFE. 


Leaders in Various Lines for 1928 Are 
Announced—Louis Balogh Achieved 
Notable Distinction 


Life 
1928 with the 


The Conservative 
Ind., closed 
business in 
business 


of South 
largest placed 
its history. The total new 
was $7,786,927, reinstatements 
$436,252 and additions to policies of 

29,056, making total placed business 
and revivals of $8,252,185, which exceeded 
1927 by over $1,700,000. Increased in 
insurance in forced amounted to ap- 
proximately $2,700,000, which exceeded 
1927 by over $300,000. 

Louis Balogh of South Bend No. 1 dis- 
trict, the oldest field employe, again 
showed his heels to the rest of the field 
force by again finishing first in net 
placed ordinary, second in ordinary in- 
crease, third in joint results, fourth in 
monthly premium increase and tied for 
first place in low arrears with absolutely 
no arrears on his debit. 

The standing of the different men for 
the year is: 

Joint Results—Sunerintendent 
Rembiesa, Indiana Harbor; Agent 
Yuhasz, Gary No. 1, 

Net Placed Ordinarv—Superintendent 
George W. Rathwick, South Bend No. 1; 
Agent Louis Balogh, South Bend No. 1. 

Ordinary ITInecreas e—Superintendent 
Frank Rembiesa, Indiana Harbor; Agent 
Joseph Martin, South Bend No. 2. 

Monthly Premium Increase—Superin- 
tendent Harry lL. York, Wvyandotte, 
Mich.; Agent J. K. Allen, Wyandotte. 

Collection Percen t—Superintendent 
Harry L. York, Wyandotte; Agent Walter 


Bend, 


Frank 
John 





February 


sufficient business to warrant an invita 


tion being extended to them 
President Jos. M. Stephenson and his 
wife left the home office to spend the 


remainder of the winter at Miami Beac! 
Florida. 

The Conservative Life runs a quarter] 
bonus system whereby all its men can 
receive a bonus for results every quarte! 
In the last quarter of 1928, 25 percent of 


all the superintendent qualified, while 
21 percent of the entire agency force 
qualified for this extra bonus to be paid 


them. 
NEWS OF THE PRUDENTIAL 


Number of Promotions Have Been An- 
nounced Involving Men Active 
in Field Circles 


Agent Gilbert W. Stream of the Duluth 
district of the Prudential has been pro- 
moted to the control of a new assista 
superintendency at Superior, Wis 


Agent John C. Hanson of the Des 
Moines district has been promoted to as- 
sistant superintendent in the same dis 
trict. 

To Sherman R. Henderson, agent 
Columbus No. 1, goes the honor of hav- 
ing led the entire industrial field force 
in ordinary net issue for 1928. Agent 


Henderson entered the Prudential’s serv- 
ice August 11, 1913, and he has made a 
consistently good record. 

Melvin G. Smith, formerly an agent 
in Mt. Holly, N. J., has been promoted to 
assistant superintendent in the Burling- 
ton, N. J., district. 

Salvatore Migliore has been promoted 
to be an assistant superintendent in the 
Rochester, N. Y., No. 1 district Mr 
Migliore lives in Rochester. 

After completing almost 39 years of 
service as agent, assistant superintend- 
ent and superintendent, respectively, 
Superintendent Frederick Longton of the 
Troy, N. Y., district, has retired from 
active duty. Since his appointment on 
May 2, 1890, as an agent in the Philadel- 
phia No. 4 district, and his subsequent 
promotion to be an assistant superin- 
tendent a year later at the same point 
he had held supervising positions at 
Norwich, Conn.; Germantown, Pa.; Brock- 


ton, Mass.; Dover, N. H., and then 2 
Troy. 
Superintendent Erastus L. Post of 


Albany, N. Y., has retired from active 


duty, after 40 years of service with the 























PARTNERSHIP Wanzak, Detroit. Prudential. He signed a contract as 
Arrears Percent—Superintendent Wil-|an agent in Orange, N. J., on Jan. 22 
BASIS liam Bobrowski, Gary No. 2: Agents | 1889, and in September of the same year 
Louis Balogh, South Bend No. 1: Joseph | he won his spurs as an assistant sup*r- 
Martin, South Bend No. 2: John Yuhasz, | intendent in the same district, continu- 
! . : yary No. 1; E. O. Todd, Gary No. 2; | ing in that capacity until January 2! 
| Life Health Accident Daniel Jadron, Gary No. 2: Alex Czaj- | 1893, when he was promoted to be st- 
kowski, Indiana Harbor: Michael Matea, | perintenent at Troy, N. Y. On August 
STANDARD Indiana Harbor, and Walter Wanzak, | 19. 1895, he was transferred to Albany 
SUB-STANDARD Detroit, tied. | which he has since directed. 
SUPER-STANDARD Advance Payments—H. O. Johnson, | 
home office; Agent E. O. Todd, Gary | —- 
No. 2. | Just think: 
The company is proud of the fact that | Every minute— 
Onto - INDIANA - Micuican - Kentucky - PeENNsyLVANIA i Gkiend She Gene E508 @ith $06 cevcent | A babe be tare 
West Vircinia - Texas - OxiaHoma - Catirornia - ILiinots - Iowa of collections and 5 percent gross arrears | 2 husbands get shot: 
‘ ° on its entire monthly premium (indus- | § fires break out; 
Tell wt all nm first letter trial) debit. This is the: best showing | 4 girls leave home; 
the company has ever had. | 5 girls come back: 
THE OHIO STATE LIFE INSURANCE | The company’s mid-summer conven- | 6 automobiles wreck: 
= tion will be heid at Lake Wawasee, Ind., | 7 eashiers go out walking; 
M m™m July 1 and 2. Not only the representa- | 8 people get hurt; 
CO PANY Colu bus, Ohio tive sof the company, but their wives 9 men need insurance—and— 
| and families can attend if the men have 10 agents are after ‘em. 
| 
j 192 “9° 
Gains for 1928 
° ° . 4 
Increase in Paid-for Business over 1927.... 20.38% 
Increase in Gain in Insurance in Force TS 
sis csng th ors pa Raia lg ih leah 42.21 
70 INSURANCE CO. 
Gain in Total Insurance in Force.......... 7. 8% 
Madison Avenue at 60th Street 
New York, N. Y. 
> 
Another Big Year Ahead Founded 1850 
Thomas E. Lovejoy, President 
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M t| t Ob . * a bd d | our policyholders we are interested in ; has spoken to the prospect to whom he 
e so taining epeat an them after the sale is made. sends you, he has done most of the sell- 


5. If a baby arrives in a policyhold- | ing. We merely take the order. 


“Referred” Business Outlined to Los | ers’ family, a nice little blanket for the | Referred Business 


| baby’s crib costs ‘an $2. I have sent : . 
out over a dozen of these Nothing High Grade Quality 


Angeles Association sd Wesley Fieth pleases a mother more and if she is a 9. It leads to high grade 


booster for me I know the old man and | In the four years work I have sold only 


’ Association of Los / 
Wesley Fieth showed | 
in four years of work he had paid for to each policy delivered. 
it 1 try to make the customer feel that | as a prospect, and I have written him, | mend. If we write standard policies and 
worked up for him Goons the tiend- : I call on or phone the person that has | not half rate and term, we make 


» is my customer and ask him to call 
ship and good will of policyholders. — 


A policy well sold never gives |] will get along O. K. And besides 10 | two small term policies and two small 


years later the baby itself will be a pros- | half rate policies. In the referred 
I always fasten my business card | pect for insurance. repeat business you have the man’s con- 
As I deliver 6. Always when a name is given me | fidence and he will buy what you recom- 


me personally if at any time he has occa- | given me the lead. It shows we appre- | money and that’s why we are 


This could well be called *‘ 
“referred” business. 
he showed where 
$2,000,000 of business, 


, to make a loan, 
; > i s ¢ > ater. 
109 policyholders little things that come up late 

< n Figures Cash Value d nt 
averaging $7,700, of Policies at Inventory by a smiling, happy and cheerful per- | for us and then you see a policyholder 
repeated for $338,000, 


 Fieth has been 


just four years, joining the Mutual Life their pe on their ledgers. I see 


man to insurance. these figures for them, 


Talk Summarized in 
Twelve Statements 


> summarized his talk 
ments as follows: 


sion to ask for information regarding his | ciate the help and he appreciates it be- business, and besides the customer has 
or the numerous | Cause in most cases he is as much inter- | bought goods all wool and a yard wide. 
ested as we are. 10. I find that the repeat and refe ered 


7. Sincerity—I don’t believe in the | business steadies our work. 


long-faced kind. More prospects are sold | along a few days and things don’t wi... 


sonality, than by figures out of the rate | and he says to you, “I’ve got a fellow 
At inventory time a number of my | hook. We can be sincere and still be | over here 1 want you to see. 
enter the cash worth of | jolly. By sincerity I mean to let every | him about you the other day,” 


them personally at this time and enter | conviction, and to attain this I think | once. Last year I received 
) m, as almost all of | there is no better way than to buy ovr | calls where a policyholder bought more 
their policies at their bank | own goods until it hurts. The very fact | or had a prospect for me. 1 


and this saves trouble, as they needn't | that I carry a large amount of insurance | will write $100,000 from this source 


get their _— to get these figures. on my own life. makes me feel its wood coming year, and with this as : 
I call for the for the other fellows. tion I can go along without 
policy pe senaaiie and get the loan checks . The beauty about the referred busi- | what the vear will bring. 


Sell thoroughly ‘so that the policy- 


to my policyholders at the earliest pos-| ness js that it is three-fourths sold b« 11. Trade with policyholders as much 
sible moment. Just another way to show | fore you get there. If the 


policyholder | as possibl They know you, : 








“THE FRIENDLY COM PANY’ 


Incalculable Service 


the best of Home Office 
supervision and cooperation, and a close per- 
sonal relationship and friendship give our 


field representatives the foundation of suc- 


word we say to our prospect ring with | go and sell him, things look beleieer « 
18 phone 








No Sir: 
It’s Not a Hard Life! 


Our field men prove it daily. They 
are piling up new business constantly. 
They tell us it comes comparatively 
easy. Why so? Because of highly at- 
tractive policy contracts and unique 
home office co-operation. 


We have a few fine openings for 
managers, as follows: 


i] 
Te«as Maryland 
Illinois Florida 
Indiana Oklahoma 


[f you wish a connection giving you these ee eee 


advantages os 
service to Individuals, 


will pay you to be friendly with ve 


Let us hear from you soon. 


THE BANKERS RESERVE 


. a 


PEOPLES LIFE INSURANCE CO. LIFE COMPANY 


“The Friendly Company” 


R. L. Robi ide ’. G. ; Vice-Presi 
INDIANA Robison, President W. G. Preston, Vice-President 


FRANKFORT 


Opportunities in Indiana, Illinois, Ohio, 


Michigan Home Office: Omaha, Nebraska 


California and Texas 
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ACTUARIES 








CALIFORNIA 





. OATES & HERFURTH 
CONSULTING ACTUARIES 


Barrett N. Coates 354 Pine St. 
Cari E. Herfurth , San Francisco 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 
190 N. La Salle St. 
Telephone State 7288 


CHICAGO, ILL. 











i ENRY R. CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
* Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


HAH, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 


OHN E. HIGDON 


ACTUARY 
Kansas City, Mo. 
» St. Louis, Ma. 





317 Shukert B 
1416 Chemica} 








NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


88 W. “th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Insurance Accountants 
Richard Fondiller Harwood E. Ryan 
Jonathan G. Sharp 
75 Fulton Street 
New York 








OKLAHOMA 


41 MeCOMB 
NSELOR AT LAW 
* CONSULTING ACTUARY 


Premiums, R 
——, etc., Calculated. 
Examinations Made. Policies 
Fo all Life Insurance Forms Pre- 
The w of Insurance a 








Colcord Bidg. OKLAHOMA CITY 











your business is, and if they like you 
they will be glad to introduce you to 
some of their customers. If they are 
told you are a high class insurance man 
and ‘sure look after your policyholders, 
and then later you call on the new men 
it comes in handy, as he will remember 
what he heard when he met you. 

12. Lastly, keep physically fit, and 
look prosperous. People like to deal 
with successful men. A new suit pays 
big dividends. Personally I spend two 
months on my farm back in Missouri 
every summer. My vacation is a pair 
of overalls, and the open country. Dvr- 
ing this two months I don’t see a rate 
book and try to forget insurance. When 
I return I am ready to go. 

All summed up, I would say: Sell 
yourself to your policyholder; get his 
confidence; keep in touch with him, and 
there’s a beautiful and steady source of 
new business every month in the year. 


TRUST OFFICERS SHOULD 
REQUIRE RIGHT SELLING 
(CONTINUED FROM PAGE 8) 
able to a named beneficiary, the insur- 
ance is free of state inheritance taxa- 
tion as well as free to the extent of 
$40,000 under the federal estate tax. 


Liquidation Unnecessary 


“Life insurance renders unnecessary 
the liquidation of business assets at 
short notice, possible at a time of great- 
ly depreciated prices. If the general es- 
tate is urgently in need of cash, the in- 
surance estate protects against shrink- 
age of the general estate. 

“The life insurance sinking fund is 
much more satisfactory than ‘the or- 
dinary ‘emergency fund’ that is usually 
set up to take care of unforeseen or 
abnormal contingencies. The disadvan- 
tage of such an emergency fund is that 
it is apt to depreciate at the time it is 
most needed, since the same conditions 
which necessitated the use of the emer- 
gency fund may have caused it to shrink 
to half. The life insurance sinking fund 
is non-fluctuating and is kept intact. 
The fund is easily available for nearly 
its full amount should an emergency 
arise, and at a normal rate of interest. 


Solves Serious Difficulties 


“In cases where one man is sole 
owner of an enterprise, upon his death 
the business must be sold or continued. 
If it is sold, there is the danger of hav- 
ing to sell on short notice and at con- 
siderable sacrifice. If it is to be contin- 
ued, there is the problem of no mem- 
ber of the family being in a position to 
assume responsibility. 

“An insurance trust solves all these 
serious difficulties by providing cash to 
purchase the business from the general 
estate. A market is thus created, the 
estate is enriched to the amount of the 
capitalized value of the business and the 
trustee, in accordance with the trust 
agreement, temporarily manages the 
business and later disposes of it to the 
best advantages of the family.” 


Important to Know Problems 


The jeopardy which grows out of the 
death of a principal stockholder was 
forcefully portrayed by Dr. Huebner and 
he stressed the importance of knowing 
the intricate problems of corporations 
before undertaking to advise life insur- 
ance protection. 

“Although corporations, unlike part- 
nerships, are usually endowed with per- 
petual life,” Dr. Huebner said, “the death 
of one or more of the leading stock- 
holders may seriously affect the opera- 








tions of the business just as the death 

of a partner may jeopardize the business 

prospects of the surviving partners. 
Serious Problem for Survivors 


“Where the stock of a corporation is 
widely held and readily marketable on 
a stock exchange the death of a stock- 
holder may not be serious to the other 
stockholders,” he continued. “Without 
such a plan, upon the death of a leading 
stockholder, the survivors are faced with 
the problem of finding capital to buy out 
the deceased’s interest or else permitting 
the transfer of his holdings to the heirs 
of his estate or to outside interests. 
Often it might prove that the surviving 
stockholders are not financially prepared 
te purchase the stock at the specific time 
it becomes necessary. 

Assures Liquidation 


“The stockholders, to avert such diffi- 
culties,” Dr. Huebner said, “enter into 
an insurance stock-purchase plan which 
will assure to each liquidation of his 
business interest on a basis compatible 
with the welfare of the surviving stock- 
holders, and sufficient to give his family 
the immediate cash value of his stock.” 

Continuing in part, Dr. Huebner said: 

“Here life insurance again come forward 
with its great mission of ‘changing un- 
certainty into certainty.’ The stockhold- 
ers agree to set up a life insurance sink- 
ing fund, by which each insures his life 
for the value of his share of the cor- 
poration stock. Upon the death of any 
stockholder this plan guarantees the 
amount of funds needed tor the purpose 
of buying that individual’s share at the 
time it is necessary. 

Several Different Plans 


“There are several different plans of 
paying the premiums on such insurance. 
The trust agreement should provide 
against withdrawal or assignment of any 
stock certificate or insurance policy ex- 
cept as specifically provided therein. The 
rights of the stockholders in the proceeds 
of the policies, in event of a termination 
of the agreement, should be set forth as 
well as a clear plan of adjustment for 
reimbursing the estates of any of the 
deceased. The stock is usually deposited 
with the trustee in blank and endorsed 
as subject to the trust agreement, so that 
the stockholders retain all rights to the 
stock until the purchase of the shares 
as provided in the agreement has been 
consumated., 


Should Employ Trust 


“Upon the death of a stockholder, the 
trustee collects the insurance proceeds, 
transfers to the other stockholders as 
many of the deceased’s shares as can be 
purchased with the insurance proceeds 
at the price evaluated, and pays that pur- 
chase price to the administrator of the 
deceased’s estate. 

“When the deceased stockholder’s 
estate receives the insurance proceeds, 
they should be administered as a trust 
by a competent corporate trustee. This 
is especially vital where a man’s stock 
interest and general estate are practically 
the same. The stock-purchase plan pro- 
tects the deceased’s family against the 
hazards connected with his stock inter- 
est, but it is just as important that this 
asset be conserved for the family by a 
corporate trustee to make necessary 
judgments, give sound advice, and take 
discretionary action.” 

Dr. Huebner closed by illustrating the 
various methods of paying the premiums 
under such a_ stock-purchase plan to 
avoid the business danger and family 
hazard elements. 





J. N WARFIELD, President 
J. BARRY MAHOOL, Vice-President 





Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 
incorporated anne Maryland, 1882 


STANDARD ORDINARY AND INDUSTRIAL POLICIES 


A W MEARS, Secreta 
DR. EDWARO NOVAK. Medical Director 








A PURELY MUTUAL 
ComPANy / 


If You Have Knocked 
the *‘T” Out of ‘‘Can’t” 
WE CAN GIVE 


1. You a liberal first year commission, 
2. An unexcelled renewal commission, 
3. Your beneficiary a renewal pension, 





COMPANY” 
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Indiana? 
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HEALTH & ACCIDENT EXECUTIVE 
at liberty. Having sold my company which 
I organized, am open for a connection as 
Manager or Executive Vice President. My 
experience dates over a period of 18 years as 
General Agent, United States Supervisor, 
Vice President and General Manager of my 
own Company. Address I-2, care The Na- 
tional Underwriter. 








A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 
MANSFIELD, OHIO 
Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo Trav- 
elers Life Insurance Company, Toledo, Ohio. 











Chicago 
Historical Number 
A limited number of copies are 

still available at 50c each. 

These are an invaluable source 
of insurance history since the Great 
Chicago Fire. 

Call or write today. 


The National Underwriter 


A1946 Insurance Exchange 
Chicago, Illinois 














Home Office Superin- 
tendent of Agents or 
City Manager 


Two unusual oppor- 
tunities with strong ag- 
gressive mid-western 
old-line life company 
now about 14 years old; 
approximately thirty- 
five millions of insur- 
ance, ample assets and 
surplus. In city of 500,- 
000 population. Prefer 
man age 33 to 45, hap- 
pily married, with some 
financial resources, and 
actual experience in sup- 


ervision. Address at 
once H-55, The National 
Underwriter. 


















































A TOWER OF STRENGTH 


Insurance in Force 
$1,500,000,000 





I en ae $400,000,000 

SURPLUS AND CONTINGENCY 
es 57,000,000 

TOTAL. LIAMSLITINS ............... 343,000,000 


(Including Paid-up Capital) 


Interest on policy proceeds, profits, etc., 
left with the Company 
FIVE AND ONE-HALF PER CENT 


Total investments in United States securities 


exceed $168,000,000 


Dividends to Policyholders increased 
for eighth successive year 


SUN LIFE 


ASSURANCE COMPANY 


of CANADA 








Going to Change? Make 
It Your Last Change 


If you go with the Columbus Mutual, You will 
never Seek a New Connection for its Distinctive 
System Guarantees Lowest Net Cost and Satis- 
faction to Policyholders and Maximum Compensa- 
tion and Satisfaction to Fieldmen. This Company 
does not Lose Policyholders Financially Able to 
Keep their Insurance in Force nor does it Lose Pro- 
ducing Agents. 


There are no Middlemen—General Agents, 
Branch Managers, etc. Great Savings, thus Effected, 
go to Policyholders and Fieldmen. 


The Columbus Mutual’s Agency Appointing 
Privilege Opens the Door to the Most Profitable 
Endeavor in Life Insurance. 


An Immediate Inquiry Will Well Repay You. 


COLUMBUS MUTUAL LIFE 





Cc. W. Brandon, Columbus, 
President Ohio 
‘*BEST in the BEST Chart’’ 






































A PROPHET SEES 
THE FUTURE PROFIT 


The donkey who spent his days on a treadmill had 
this to console him on his endless grind—he was 
sure to eat regularly. a 


Even if he could be sure to eat his fill every day, 
which he isn’t, the sub-agent finds little consolation 
in his treadmill existence. His human mind requires 
future provision assured beyond doubt. 








The General Agent Creates Future 
Wealth for Himself 








Are you ready to graduate into the general agent 
class? If so, we offer you the chance to build your 
own business—a handsome current income and ever- 


increasing security for your own future. 


Name Your Choice of Territory in the States of Texas, 
Oklahoma, Arkansas, Louisiana, and Write Us in 
Strict Confidence. 


LOUISIANA STATE LIFE 





Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 


























What about the “Future?” 


To the ambitious life insurance man a General Agency 
contract of the right type offers a real “Future.” It 
means an income far above that possible from personal 
production alone. 


If you know your territory, if you have organizing 
ability and can lead men—then your ambitions can best 
be realized by a General Agency contract. 


A General Agency 
with the Girard Life means 


Longer renewals. 

Larger commissions. 

Larger over riding commissions. 

All standard forms of policies. 
(Participating and Non-participating) 

Liberal disability benefits. 

Guaranteed premium reduction coupons. 

Cash dividends. 

Low net cost. 


Openings in 
Michigan, Illinois, Ohio, Iowa, Missouri, 
Pennsylvania and New Jersey 


Girard Life Insurance Co. 


Opposite Independence Hall 
Philadelphia, Pa. 





























Building and Expanding! 


. 


The Penn Mutual is steadily and systematically working on a definite plan for manpower 
expansion. The underlying principle is effective cooperation. Cooperation of a most real kind 
on the part of the Home Office with the General Agents. Cooperation of a very real kind on 
the part of General Agents with Special Agents. We are not making a whip-lash drive for 
volume. It is plain that when an underwriter’s powers are developed to the maximum, and he 
has the maximum of organizational help, volume will take care of itself. And it is plain that 
when a capable General Agent’s ability to cooperate with his Special Agents is at its max- 
imum, and the individual’s power of production is at its maximum, volume will take care of itself. 
Manpower is the basis of sound and satisfying growth. 


We have provided our General Agents with plans for recruiting Special Agents who 
have the makings of successful underwriters, thus avoiding wasteful turnover. Plans for 
giving these Special Agents sufficient training to enable them almost immediately to begin 
earning commissions, thus avoiding wasteful turnover in the Agency and discouragement and 
disappointment in the new man. Effective plans for supervising the work both of old Agents 
and new Agents—supervising thein, not driving, by constructively helping. Although these 
plans were in use in only a portion of our Field during 1928, and in only a few months of the 
year, they were greatly helpful in aiding the Penn Mutual to deliver the largest amount of 
new insurances in its history, with a gain, of $40,000,000 plus, ayd_a percentage gain of about 
20. This gain didn’t just happen—it was the logical effect of a LN erful cause. 


We have established Agency supervisor schools, attended by General Agents or their su- 
pervisors, in which every branch of recruiting, training, and supervising is thoroughly taught 
—taught both by precept and by actual working practice during the course of the instruc- 
tion. We are conducting agency schools, under the direction of Vincent B. Coffin, the noted 
life insurance educator, to demonstrate to General Agents the most modern methods of Agent 
training. We have nearing completion a first-class correspondence sales course, to comple- 
ment and supplement the manpower developing by our General Agents. We have estab- 
lished a Direct Mail Department, to amplify the opportunities of our Special Agents, and we 
intend to make it as good a department as any modern business organization possesses. We 
publish a highly useful Agency magazine monthly, The Penn Mutual News Letter, for the 
information and instruction of our Field. In brief, the Penn Mutual supplies upbuilding aid 
to its Agency force, in every direction. And it is steadily promoting men in its own ranks to 
positions of importance—and will adhere to that practice. 


We have places for men and women who believe in life insurance, will find “joy of life” in 
making it a lifelong profession, and who greatly desire to greatly prosper. Address the Home 
Office or our General Agent in your community. 


WM. A. LAW, President 


WM. H. KINGSLEY, Vice President HUGH BD. HART, Vice President 


THE PENN MUTUAL LIFE 
INSURANCE COMPANY 


Independence Square, Philadelphia, Pa. 
Founded 1847 











